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It  is  universally  recognized  that  small  business  makes  a  major  contribution  to  the 
economic  well-being  of  America.  There  is  perhaps  no  place  in  our  society  where 
this  role  is  more  critical  than  in  the  rural  part  of  our  country,  where  it  is  the 
dominant  form  of  business  activity  and  the  major  source  of  employment. 

But  during  the  past  decade,  many  of  rural  America's  small  firms  and  communities 
have  had  to  weather  some  of  the  most  severe  economic  difficulties  they  have  seen 
in  more  than  a  generation. 

Research  shows  that  rural  regions  gained  new  jobs  at  only  35  percent  of  the  rate 
for  urban  centers  between  1980  and  1986.  Meanwhile,  small  businesses  nation¬ 
wide  have  created  two-thirds  of  the  new  jobs  in  the  growing  American  economy 
during  the  last  decade. 

In  1988,  the  Small  Business  Administration  sponsored  a  series  of  roundtable 
meetings  around  the  country,  involving  more  than  1,000  rural  leaders.  Among  the 
needs  identified  by  participants  were  more  rural  leadership  skills  and  better 
community  growth  strategies. 

This  Business  Opportunities  Workbook  is  designed  to  assist  rural  communities  in 
their  economic  development  efforts.  It  takes  you  through  the  process  of  analyzing 
your  community's  economy,  then  selecting  and  evaluating  projects  to  improve  the 
local  economy. 

We  hope  you  will  find  it  a  valuable  resource  and  discover  a  few  new  techniques 
that  fit  your  community's  needs. 


Susan  E.  Engeleicer 
Administrator 
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About  The  Workbook 


This  Workbook  is  an  effort  to  assist  rural  communities  in 
their  economic  development  efforts.  It  guides  you 
through  a  tried  and  tested  rural  revitalization  process  to 
help  you  and  your  community  develop  an  economic 
development  strategy.  It  is  produced  in  conjunction  with 
the  Business  Opportunities  Casebook,  which  provides 
alternatives  for  local  economies  and  recounts  success 
stories  from  communities  across  the  country. 

The  Business  Opportunities  Workbook  is  one  of  many 
publications  offered  by  the  Small  Business  Administra¬ 
tion  to  promote  small  business  development.  The  SBA 
provides  relevant  information  on  a  variety  of  small 
business  topics  in  the  areas  of  financial  management, 
general  management,  marketing,  and  personnel  manage¬ 
ment. 

The  prosperity  and  growth  of  the  United  States'  free 
enterprise  system  depends  on  the  overall  success  of  small 
business.  The  mission  of  the  Small  Business  Administra¬ 
tion  (SBA),  simply  put,  is  to  help  people  get  into  business 
and  to  stay  in  business.  To  do  this,  SBA  provides 
assistance  in  the  following  areas: 

v  Business  Development — management  and 
technical  assistance  through  information, 
counseling,  training,  and  conferences. 

❖  Financial  Assistance — loan  guarantees, 
bonding  assistance,  and  other  direct  and 
indirect  financial  support. 

❖  Contract  Assistance — helping  small  busi¬ 
nesses  obtain  government  contracts. 

❖  Advocacy — The  Office  of  Advocacy  assists  the 
Federal  Government,  Congress,  and  state 
legislatures  in  shaping  national  and  state 
policies  that  foster  an  economic  environment 
favorable  to  small  business. 

The  Agency  makes  special  efforts  to  assist  women, 
minorities,  veterans,  and  people  with  disabilities. 

SBA  Sources 

Small  Business  Answer  Desk:  1-800-368-5855 
This  is  a  toll-free  information  hotline  that  provides 
personalized  attention  to  your  business  needs.  It  is  an 
excellent  information  and  referral  service  provided  by 
SBA's  Office  of  Advocacy.  In  Washington  DC,  call  653- 
7561.  The  hotline  operates  from  8:30  a.m.  to  5:00  p.m., 
EST,  Monday  through  Friday. 


SBA  Publications 

The  SBA  has  a  collection  of  business  publications  and 
videotapes  that  address  the  most  important  business 
topics  and  answer  the  questions  most  asked  by  prospec¬ 
tive  and  existing  business  owners.  Call  the  Small 
Business  Answer  Desk  for  a  directory  of  the  publications 
and  videotapes  or  an  order  form 

SBA  District  and  Regional  Offices 
The  SBA  has  offices  nationwide.  These  offices  are  staffed 
with  business  professionals  who  can  assist  you.  Most 
SBA  offices  maintain  a  training  "calendar"  to  help 
business  people  locate  appropriate  training  and  informa¬ 
tion.  Consult  the  phone  directory  under  "U.S.  Govern¬ 
ment"  or  call  the  Small  Business  Answer  Desk  to  locate 
the  SBA  office  nearest  you. 

Service  Corps  of  Retired  Executives  (SCORE) 
SCORE  is  an  organization  of  over  13,000  volunteer 
business  executives  who  provide  free  counseling  and 
training  to  small  business  owners.  SCORE  has  an 
excellent  reputation  for  helping  new  and  existing 
businesses.  There  are  approximately  400  SCORE  chap¬ 
ters  in  some  750  different  locations  across  the  nation. 

Small  Business  Development  Centers  (SBDCs) 
SBDCs  are  sponsored  by  the  SBA  in  partnership  with 
state  and  local  governments,  the  education;-!  community, 
and  the  private  sector.  They  provide  quality  assistance, 
counseling  and  training  to  prospective  and  existing 
business  owners.  There  are  approximately  600  SBDC 
service  locations  in  49  states,  Guam,  Puerto  Rico,  and  the 
Virgin  Islands. 

Small  Business  Institutes  (SBIs) 

SBIs  are  organized  through  SBA  at  more  than  500  college 
campuses  around  the  nation.  The  institutes  provide 
counseling  by  students  and  faculty  to  small  business 
clients. 

For  more  information  or  to  order  a  directory  of  business 
development  publications,  contact: 

U.S.  Small  Business  Administration 
Office  of  Business  Development 
Room  317 
1441  L  Street,  N.W. 

Washington  DC  20416 

All  SBA  programs  and  services  are  extended  to  the 
public  on  a  non-discriminatory  basis. 
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Introduction  to  the 
Business  Opportunities  Workbook 


*t*  I.  Introduction  to  the  *t* 
Business  OpportunitiesWorkbook 


Purpose 


Just  as  maps  are  designed  to  give  you  an  overview 
of  terrain  and  routes  between  one  place  and  an¬ 
other,  this  Workbook  is  designed  to  help  you  get 
your  bearings  on  the  road  to  economic  renewal. 
You  decide  the  course,  but  completing  the  work¬ 
shops  described  here  will  put  vital  information 
about  local  business  conditions  into  your  hands. 
The  economic  renewal  process  brings  the  entire 
community  into  the  discussion  of  local  small 
business  opportunities.  Therefore,  projects  that 
workshop  participants  finally  choose  are  based  on 
local  knowledge  and  understanding  of  the  commu¬ 
nity's  unique  characteristics  and  opportunities. 


The  Workbook  and  its  partner,  the  Business  Oppor¬ 
tunities  Casebook,  were  written  for  community 
leaders,  business  owners,  volunteers,  and  other 
concerned  citizens.  It  can  also  be  used  by  economic 
development  professionals  and  government  staff 
who  understand  that  their  work  will  be  more 
effective  if  they  involve  local  people  in  their  search 
for  the  best  ways  to  improve  business  conditions. 
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The  Workshop 
Process 


00^ 


***- 


J 

#1 


m 


£ 


ml 


>¥ 


to 


a? 


ini 


t£td& 

*r"‘*£vis<inS 
*0" 


♦  Bt . Ht it** 


t  or  * 


■eft* 


v A  ,^fS 


QHSl* 


ft#5 


••••:••  "T 


p 

in 

i 


I  m 


m 


?.••*' ::: 

Il 

/ 


,  fit#* 


“»!Vaw 

i?<°r 


The  Business  Opportunities  Workbook  is  organized 
around  a  four-step  community  workshop  process, 
where  groups  of  participants  use  tailored  work¬ 
sheets  to  examine  the  present  state  of  local  business 
and  identify  workable  options  for  the  future.  The 
four  workshops,  approximately  three  hours  each, 
are  held  within  seven  to  14  days  of  each  other.  The 
entire  process  should  therefore  take  no  more  than 
two  months  to  complete.  At  that  time,  you  will 
develop  plans  to  pursue  the  projects  you  have 
chosen  through  the  workshop  process. 


The  workshops  are  intensive.  Each  three-hour 
workshop  requires  participants  to  investigate 
business  problems,  needs,  assets,  and  windows  of 
opportunity.  In  the  seven  to  14  days  between 
workshops,  you  will  also  complete  homework 
assignments,  research  local  business  conditions, 
and  publicize  workshop  progress.  It  will  be  a  busy 
time...  But  the  results — new  leadership,  innovative 
directions  for  the  local  economy,  and  community 
cooperation — will  keep  economic  renewal  going 
long  after  the  last  workshop. 

The  workshops  are  designed  for  people  like  your¬ 
self  who  have  many  other  things  to  do.  They  are 
designed  to  make  the  best  use  of  your  time  and 
experience. 


The  Four  Economic  Renewal  Workshops 


All  of  the  Economic  Renewal  workshops  focus  your  attention  on  business 
problems,  needs,  assets,  and  windows  of  opportunity.  But  each  workshop 
gives  you  a  different  angle  on  local  conditions. 

Workshop  A  —  Analyzing  Business  Opportunities  Factors 
Workshop  B  —  Applying  Economic  Renewal  Principles 
Workshop  C  —  Generating  Project  Ideas 
Workshop  D  —  Evaluating  Project  Ideas 


In  Workshop  A,  participants  will  work  in  groups. 
Each  group  will  look  at  business  problems,  needs, 
assets,  and  windows  of  opportunity  in  terms  of  one 
of  the  five  factors: 

2 — Access  To  Capital 

2 —  Business  Environment 

3 —  Infrastructure 

4 —  Human  Resources 

5 —  Quality  of  Life 

In  Workshop  B,  you  will  apply  the  four  Economic 
Renewal  principles  to  the  results  of  Workshop  A's 
factor  analysis.  The  principles  are: 

Principle  #2 — Plug  the  Leaks 

Principle  #2 — Support  Existing  Business 

Principle  #3 — Encourage  New  Enterprise 

Principle  #4 — Recruit  Compatible  Business 

These  four  principles  are  essential  for  healthy 
economic  activity  in  your  area.  Thus,  in  Workshop 
B,  you  will  trace  leakages  of  dollars  and  resources, 
review  the  quality  of  support  available  to  existing 
businesses,  find  opportunities  for  encouraging  new 
business-related  enterprise,  and  determine  what 
kinds  of  incoming  businesses  your  community 
might  want  to  attract.  The  connections  you  make 
in  Workshop  B  among  problems,  needs,  assets,  and 
windows  of  opportunity  will  help  you  generate 
appropriate  project  ideas  for  local  business  condi¬ 
tions. 


In  Workshop  C,  you  will  generate  project  ideas  that 
build  on  community  assets  and  address  community 
needs.  Many  of  the  project  ideas  you  generate  in 
Workshop  C  will  come  from  the  connections  you 
made  in  Workshop  B  among  business  problems, 
needs,  assets,  and  windows  of  opportunity. 

Finally,  in  Workshop  D,  you  will  evaluate  each 
project's  potential  for  success  and  determine  what 
resources  are  necessary  to  get  the  project  off  the 
ground.  There  are  several  evaluation  tasks  in 
Workshop  D.  Together,  they  will  help  you  make 
final  project  selections. 

The  four  workshops  will  be  most  effective  if  they 
are  conducted  by  someone  with  experience  leading 
meetings  or  someone  who  has  been  trained  in  the 
Rocky  Mountain  Institute  Economic  Renewal 
workshop  process. 

When  you  complete  this  Workbook,  you  will  have 
identified  project  ideas  that  are  appropriate  to  local 
conditions  and  promising  for  the  town's  future. 

You  will  be  in  a  position  to  develop  implementation 
strategies  for  a  wide  range  of  community  projects. 
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Using  the  Workbook 


Technical  Analysis 

The  Workbook's  worksheets  will  help  you  paint  a 
general  picture  of  your  local  business  economy. 
They  are  designed  for  communities  that  have 
limited  access  to  technical  assistance.  However,  if 
you  are  fortunate  enough  to  have  the  help  of 
government  staff,  college  students,  or  capable 
volunteers,  you  may  want  to  conduct  a  more 
detailed  business  analysis  to  enhance  the  informa¬ 
tion  that  community  participants  generate  in  the 
workshops.  Information  such  as  local  economic 
trends,  production  capacity,  and  what  sorts  of 
projects  neighboring  towns  are  planning  can  be 
especially  useful  in  your  economic  renewal  work. 


Preferred  Future 

The  Workbook  will  refer  periodically  to  your 
"Preferred  Future"  list.  This  is  a  statement  of  long¬ 
term  goals  and  values  that  you  and  others  in  your 
community  share.  It  is  sometimes  referred  to  as  the 
community's  "vision."  Before  you  begin  the  work¬ 
shop  process,  have  a  town  meeting  to  discuss  and 
outline  these  goals  and  values.  A  "Preferred 
Future"  list  will  be  useful  for  workshop  partici¬ 
pants  to  remind  them  of  where  they  started  and 
where  they  want  to  go  with  the  economic  renewal 
process.  It  will  also  create  a  basis  upon  which 
neighbors — even  those  who  disagree — can  work 
together. 


You  may  also  wish  to  contact  local,  regional,  state, 
and  federal  agencies,  as  well  as  regional  universi¬ 
ties  to  determine  what  support  or  technical  assis¬ 
tance  they  can  provide.  Technical  assistance 
providers  can  regard  the  Workbook’s  community 
self-assessment  process  as  the  context  within  which 
they  can  offer  technical  information  in  a  way  that 
citizens  can  use  and  act  upon  it,  rather  than  putting 
it  on  a  shelf  in  City  Hall. 


Use  those  outside  resources  that  are  available  to 
you,  but  don't  rely  solely  on  them.  The  Economic 
Renewal  workshops  outlined  in  this  workbook 
unearth  information  that  communities  have — or 
can  find — and  puts  it  to  work. 
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Suggestions  for  Conducting 
Your  Workshops 


The  following  suggestions  will  assist  you  in  your 

efforts  to  conduct  effective  workshops: 

❖  Involve  a  diverse  group  of  citizens  and  com¬ 
munity  leaders  in  the  process.  Do  not  limit  the 
process  to  those  individuals  who  have  tradition¬ 
ally  taken  the  lead  in  community  development. 
Identify  every  interest  group  in  town  and  recruit 
members  of  each  to  participate.  One  way  to 
ensure  broad  participation  is  to  ask  likely 
participants  to  personally  invite  three  more 
people  to  the  workshops. 

❖  Generate  as  many  ideas  as  possible  before  you 
begin  to  evaluate  what  is  good  or  bad  about 
these  ideas. 

❖  Think  before  you  act.  Don't  jump  to  the  "best 
way"  to  solve  a  problem.  Often  what  seems  at 
first  to  be  the  best  solution  has  flaws  that 
become  obvious  once  you  examine  all  aspects  of 
the  situation. 

❖  Celebrate  small  victories  in  developing  your 
economic  renewal  projects.  Spend  time  reinforc¬ 
ing  areas  of  community  agreement,  common 
vision,  and  concern.  Congratulate  yourselves  on 
the  quality  of  community  involvement  in  the 
program. 

❖  Increase  the  number  of  people  who  attend  each 
meeting  by  publishing  articles  in  the  local 
newspaper  and  spreading  the  news  by  word-of- 
mouth. 

❖  Encourage  participants  to  sit  with  people  they 
don't  know.  That  way,  people  will  make  new 
friends  and  learn  more  about  the  community. 

❖  Have  fun.  The  workshops  are  designed  to  allow 
you  to  socialize  with  your  neighbors.  We 
encourage  small-group  problem  solving  as  a 
way  to  increase  productivity  and  help  you  enjoy 
yourself. 
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In  Your  Community 


<♦  II.  Developing  Business  Opportunities  *t* 

In  Your  Community 


Economic  Renewal  Principles 


The  Business  OpportunitiesWorkbook  is  structured 
around  four  Economic  Renewal  Principles —  Plug 
the  Leaks,  Support  Existing  Business,  Encourage  New 
Enterprise,  and  Recruit  Compatible  Business.  These 
Principles  are  the  fundamental  elements  of  eco¬ 
nomic  renewal  because  communities  that  look  first 
to  their  own  resources,  skills,  and  unique  opportu¬ 
nities  find  out  that  they  themselves  hold  the  keys  to 
their  economic  engines.  Towns  can  start  their 
engines  and  travel  down  the  road  of  markets, 
finance,  and  public  services  long  before  govern¬ 
ment  or  industry  comes  along  with  a  tank  of  gas. 
There  are  many  important  factors  of  economic 
activity,  including  government  and  industry,  but 
towns  that  wait  for  outside  answers  may  stall  or 
even  die. 

Each  of  the  four  Principles  builds  on  the  next.  For 
example,  initiating  economic  development  projects 
that  fulfill  the  objective  of  Principle  #1 —  plug  the 
leaks — can  help  support  existing  businesses,  which 
is  Principle  #2.  You  may  find  that  you  come  up 
with  projects  that  encompass  more  than  one  Prin¬ 
ciple.  Great!  The  key  is  to  seek  out  those  projects 
that  meet  your  town's  unique  needs. 


Some  of  the  projects  you  select  may  simply  be  the 
refinement  of  ideas  that  people  have  talked  about 
for  years.  Other  projects  may  grow  out  of  particu¬ 
lar  conditions  that  you  identify  in  the  Economic 
Renewal  workshops. 

The  Business  Opportunities  Workbook  is  a  tool  for  you 
to  take  apart  your  economic  engine  and  rebuild  it 
based  on  the  four  Principles.  Sealing  a  gasket  here, 
supporting  an  axle  there  —  all  these  will  give  you 
and  your  neighbors  a  more  reliable  economic 
engine.  Read  the  discussion  of  the  four  Principles 
on  the  next  page  and  think  about  their  relation  to 
your  local  economy.  As  you  go  through  the  work¬ 
shop  process,  refer  back  to  these  explanations  to 
remind  yourself  of  how  all  your  economy's  parts 
are  interconnected. 
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Principle  #1 
Plug  the  Leaks 


Principle  #3 

Encourage  New  Enterprise 


Prevent  the  unnecessary 
leakage  of  dollars  from 
your  community.  Your 
community  may  be 
spending  money 
elsewhere  for  goods 
and  services  that  are, 
or  could  be,  produced 
at  home.  There  may  be 
money  leaking  from  your 
community  because  of  the 
inefficient  use  of  some  resources. 

By  investigating  ways  to  use  your  community's 
own  resources  more  effectively,  you  can  save 
money  and  create  business  opportunities. 


Promote  the  start-up  of  local 
businesses.  Studies  have 
shown  that  most  new  jobs 
in  America  are  created  by 
small,  independent 
companies.  However,  a 
new  business'  first  five 
years  of  life  are  risky. 

This  Workbook  will  help 
you  develop  project  ideas  to 
fully  use  the  community's  skills 
and  resources  and  keep  promising 
new  ventures  alive. 


Principle  #2 

Support  Existing  Business 


Principle  #4 

Recruit  Compatible  Business 


Strengthen  the  local  economy 
by  supporting,  encourag¬ 
ing,  and  investing  in 
existing  businesses.  The 
largest  share  of  all 
commercial  and  indus¬ 
trial  growth  is  generated 
by  existing  enterprise. 

Helping  local  businesses 
stay  in  the  community,  and 
perhaps  even  expand,  can 
generate  a  high  return.  In  addition, 
the  community's  culture  is  largely  defined  by  the 
businesses  already  in  place.  The  local  economy  is 
based  upon  the  existing  labor  force,  resource 
supply,  infrastructure,  expertise,  and  other  ingredi¬ 
ents.  Supporting  this  existing  economic  base 
preserves  and  creates  jobs,  generates  greater 
prosperity,  and  preserves  your  way  of  life. 


Recruit  new  businesses  that 
will  help  your  community 
attain  its  goals.  Find 
those  firms  capable  of 
taking  advantage  of  the 
needs  and  opportunities 
you  have  identified, 
opportunities  that  may 
have  been  overlooked  by 
either  existing  or  new  local 
businesses.  Recruitment  can  also 
help  your  community  expand  its  export  capacity  by 
bringing  in  a  business  that  has  access  to  a  wide 
variety  of  markets. 
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Factors  That  Influence 
Business  Opportunities 


This  Workbook  helps  you  assess  the  condition  of 
your  local  economy  by  defining  five  factors  that 
shape  business  opportunities.  These  factors  — 
access  to  capital,  business  environment,  infrastructure, 
human  resources,  and  quality  of  life  —  have  a  signifi¬ 
cant  effect  on  your  community's  ability  to  stimulate 
economic  activity.  The  importance  of  each  of  these 
factors  is  described  below. 


Access  to  Capital 


Definition:  This  factor  includes  such  issues  as: 

❖  the  ability  of  local  or  incoming  businesses  to 
obtain  financing; 

❖  who  lends  money,  where  they  are  located,  and 
what  amount  of  money  is  available  in  what 
form; 

❖  how  profits  from  local  land  and  labor  are  rein¬ 
vested  into  local  business  opportunities. 


Importance:  The  availability  of  money  and  the 
terms  by  which  a  business  can  borrow  money  are 
directly  related  to  the  amount  of  new  or  sustained 
business  activity  in  the 
community.  The  eco¬ 
nomic  climate  in  your 
region,  bank  lending 
policies,  and  the 
competition  between 
banks  affect  the  ability 
of  local  businesses  to 
find  start-up  capital, 
working  capital,  or 
money  to  expand.  The 
of  access  to  capital  includes 
three  components. 


1.  Hoiv  does  money  flow  into  and  out  of  your 
community?  The  financial  practices  of  individu¬ 
als,  businesses,  banks,  and  public  agencies  affect 
how  much  money  circulates  around  and  through 
your  community. 

2.  Who  provides  capital?  Different  kinds  of  banks 
loan  to  different  types  of  customers.  Business 
capital  is  typically  available  from  local  commer¬ 
cial  banks  but  rarely  from  a  local  credit  union  or 
savings  and  loan.  In  addition  to  these  lenders, 
there  are  other  sources  of  business  capital,  such 
as  microenterprise  community  loan  funds. 

3.  What  lending  practices  do  local  businesses  face? 
Lending  practices  are  policies  of  banks  and  other 
institutions  that  loan  money.  They  include  such 
considerations  as  whether  to  lend  in  town  or  out 
of  town,  what  type  of  businesses  qualify  for 
loans,  what  amount  of  money  is  available  (start¬ 
up  capital,  working  capital,  or  expansion  capi¬ 
tal),  and  what  sort  of  collateral  is  needed  to 
borrow  the  money. 

Appendix  A  contains  information  on  other  compo¬ 
nents  of  "Access  to  Capital." 
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Business  Environment 

Definition:  The  local  business  environment  is  made 
of: 

❖  attitudes  people  have  toward  the  local  business 
community  and  economic  development  efforts, 

❖  their  beliefs  about  the  failure  rate  of  local  busi¬ 
nesses, 

❖  their  perception  about  the  number  of  businesses 
starting  up  or  relocating  in  town. 

Importance:  The  business  environment  directly 
affects  the  confidence  of  business  owners  and 
employees.  A  supportive,  community-wide  atti¬ 
tude  toward  the  business  community  is  considered 
a  good  business  environment.  The  smaller  the 
business,  the  more  likely  it  is  to  be  influenced  by 
the  owner's  and  employees'  perception  of  the 
condition  of  the  local  econ¬ 
omy.  If  business  people 
and  potential  entrepre¬ 
neurs  are  hopeful  about 
the  future,  they  are 
more  likely  to  start  a 
new  business  or 
expand  an  existing 
one.  If  there  is  a  feeling 
of  uncertainty  or 
despair,  businesses  are 
more  likely  to  "hold  on  to 
what  they've  got"  or  even 


Infrastructure 

Definition:  The  following  items  are  part  of  a 
community's  infrastructure: 

❖  public  facilities,  such  as  streets,  utilities,  water, 
and  waste  disposal; 

❖  public  services,  such  as  fire  protection,  police, 
social  services,  and  education; 

❖  health  care,  recreation,  and  communication 
systems. 

Importance:  Essential  to  the  prosperity  of  any 
community  are  reliable  roads,  bridges,  water,  and 
sewer  systems,  and  other  public  facilities.  These  are 
the  community's  lifelines.  A  healthy  economy 
depends  on  adequate  community  facilities.  Sound 
physical  infrastructure  gener¬ 
ally  is  a  necessary  condi¬ 
tion  for  sustained  eco¬ 
nomic  development. 

Sound  social  infrastruc¬ 
ture  builds  a  commu¬ 
nity's  capacity  to  direct 
its  future. 
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Human  and  Natural  Resources 


Quality  of  Life 


Definition:  This  factor  includes  skills,  education, 
and  traditions  in  the  community,  as  well  as  materi¬ 
als  and  resources  for  production  and  trade.  Ex¬ 
amples  are: 

❖  local  organizations  and  their  activities; 

❖  skills  and  education  in  the  community; 

❖  recycled  materials  and  byproducts  of  certain 
activities,  such  as  scrap  metal  and  lumber; 

❖  renewable  energy  sources,  native  vegetation, 
climate,  and  other  features  unique  to  a  given 
region. 

Importance::  Human  and  natural  resources  are 
fundamental  elements  of  economic  activity.  Hu¬ 
man  ideas  and  skills  plus  natural  features  and 
production  opportunities 
create  "local"  econo¬ 
mies — the  collection  of 
local  enterprises  for 
community  well  being. 

Building  skill  levels 
and  replenishing 
natural  resources  both 
contribute  to  the  long¬ 
term  integrity  of  com¬ 
munities  and  their 
economies. 


Definition:  Quality  of  life  includes  the  following 
community  characteristics: 


❖  Arts  and  cultural  assets, 

❖  Clean  air  and  water, 

❖  Recreational  resources, 

❖  Community  heritage, 

❖  Cost  of  living, 

❖  Community  safety, 

❖  Housing  quality. 


Importance:  Quality  of  life 
influences  family  location 
decisions,  commercial 
investment  priorities,  and 
the  degree  of  public 
participation  in  local 
issues.  Numerous 
studies  on  business 
location  decisions  have 
also  indicated  that 
quality  of  life  plays  a  key 
role  in  corporate  decision 
making. 
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Analyzing  Business  Opportunities 
Factors  In  Your  Community 


♦♦♦  III.  Analyzing  Business  Opportunities  *> 

Factors  In  Your  Community 


In  Workshop  A,  you  will  look  at  your  local  econ¬ 
omy  through  the  lenses  of  five  factors:  access  to 
capital,  business  environment,  infrastructure,  human 
and  natural  resources,  and  quality  of  life. 

Understanding  how  these  factors  influence  local 
conditions  will  improve  the  aim  of  your  economic 
renewal  efforts.  Because  each  community  is  differ¬ 
ent,  analyzing  yours  with  the  five  factors  will 
highlight  the  uniqueness  of  your  situation. 

To  organize  your  investigation,  we  have  developed 
a  framework  of  analysis  that  literally  "frames" 
problems,  needs,  assets,  and  windows  of  opportu¬ 
nity  in  a  four-window  box  (see  diagram  and  defini¬ 
tions  on  the  next  page). 

Use  Worksheet  Al  to  list  the  problems,  needs,  assets, 
and  windows  of  opportunities  your  factor  group 
identifies.  Use  Worksheet  A2  to  list  the  things  you 
need  to  know  and  the  people  you  need  to  contact  in 
order  to  make  your  analysis  most  complete  and 
useful. 


Analysis  Framework 

The  framework  for  your  factor  analysis  is  defined 
below.  For  each  factor,  workshop  groups  identify 
problems,  needs,  assets,  and  windows  of  opportu¬ 
nity.  Later  workshops  will  build  on  the  informa¬ 
tion  generated  with  this  framework. 


PROBLEMS 

ASSETS 

Obstacles  or  constraints  businesses  have  experi¬ 
enced  in  the  community  that  make  it  difficult 
for  them  to  do  succeed. 

Resources  that  make  it  attractive  to  do  business 
in  your  community,  including  why  businesses 
move  into  and  stay  in  your  area. 

NEEDS 

WINDOWS  OF  OPPORTUNITY 

Requirements  of  an  individual  or  firm.  A 
requirement  universal  to  all  for-profit  firms  is 
"to  make  money."  Some  businesses,  however, 
need  access  to  railroads,  while  others  need 
reliable  telephone  services. 

Conditions  existing  in  a  community  at  one  point  j 
in  time  that  make  it  easier  or  possible  to  under¬ 
take  a  particular  project.  This  includes  events, 
conditions,  or  changes  in  the  community. 
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Example — Town  of  Agmont 


Before  you  start  your  own  factor  analysis,  take  a 
look  at  how  the  town  of  Agmont  completed  a  four- 
window  analysis  for  the  factor  "Business  Environ¬ 
ment." 


Q  Factor  # 1 — Access  to  Capital 

Factor  #2 — Business  Environment 
Q  Factor  # 3 — Infrastructure 

a  Factor  #4 — Human  and  Natural  Resources 

Q  Factor  #5 — Quality  of  Life 


PROBLEMS 

ASSETS 
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NEEDS 

WINDOWS  OF  OPPORTUNITY 
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Which  Group  For  Me? 


In  this  first  workshop,  you  will  complete  two  kinds 
of  worksheets.  Worksheet  A1  asks  you  to  identify 
business  problems,  needs,  assets,  and  windows  of 
opportunity.  One  version  of  Worksheet  A1  should 
be  completed  for  each  of  the  five  factors.  A  small 
group  of  people  should  analyze  each  factor.  For 
example,  one  group  analyzes  "Access  to  Capital," 
while  another  group  examines  "Quality  of  Life." 
You  may  wish  to  assign  particular  people  to  spe¬ 
cific  factors,  such  as  local  bankers  in  the  "Access  to 
Capital”  group.  Other  assignments  that  will  tap 
local  expertise  are  suggested  below. 


Access  To  Capital 
Bankers 

Business  Development 
Specialists 
Accountants 
Homeowners  &  Renters 
Entrepreneurs 


Business  Environment 
Business  Owners 
Employees 
Elected  Officials 
Government  Staff 
Chamber  of  Commerce 
Representatives 


Infrastructure 

Public  Works  Staff 
Builders 

School  Superintendent 
Health  Care  Professionals 
Social  Services  Staff 


Human  and  Natural  Resources 
Educators 
Students 
Employers 
Labor 

Human  Resource  Specialists 


Quality  of  Life 
Visitors 

New  Business  People 
Long-Time  Residents 
New  Residents 
Civic  Groups 
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Workshop  A 


Workshop  A — Analyzing  Factors 


Sample  Workshop  Agenda  and  Directions 


This  sample  agenda  will  help  you  develop  an 
appropriate  plan  for  your  own  community  session. 
Develop  a  schedule  for  the  workshop  that  is  com¬ 
fortable  for  participants  and  accommodates  the 
group's  enthusiasm  and  stamina.  Approximate 
times  for  each  agenda  item  have  been  noted  in 
parentheses.  Total  workshop  time  need  not  exceed 
three  hours. 


t»e 


7k^°L  ^noc*1 

eco*0^ to  * rtdo 

neei  'ort^ 


fo^'  of°?l 


AGENDA 


Introduction  —  (15  minutes)  The  workshop  facilita¬ 
tor  discusses  the  desired  workshop  outcome, 
reviews  the  worksheet  format,  and  answers  ques¬ 
tions. 

Small  Groups  —  (5  minutes)  Break  into  groups 
according  to  the  five  factors:  access  to  capital , 
business  environment,  infrastructure,  human  resources, 
and  quality  of  life.  Each  group  should  have  no  more 
than  10  participants.  If  necessary,  you  can  form 
more  than  one  group  for  each  factor.  Introduce 
yourselves. 

Worksheet  A1  —  Analyzing  Factors  —  (45  minutes 
to  one  hour)  In  the  pages  that  follow,  find  the  blank 
worksheet  and  the  appropriate  factor  summaries 
for  your  group.  Read  through  the  summaries  first, 
then  complete  the  worksheet.  The  summaries  will 
help  groups  frame  their  discussion  of  factors.  As 
you  work  on  Worksheet  Al,  you  may  think  of 
additional  information  you  need.  Make  note  of 
these  thoughts  in  the  margin  so  you  can  come  back 
to  them  when  you  fill  out  Worksheet  A2,  "Need  to 
Know." 

Break  —  (10  minutes) 


Worksheet  A2  —  "Need  to  Know" —  (20-30  min¬ 
utes)  Identify  any  other  information  you  need  to 
know  to  understand  how  the  five  factors  affect 
your  community's  economy.  Identify  participants 
who  have  access  to  particular  information  or  who 
are  willing  to  look  for  it.  These  people  will  prepare 
summaries  of  this  information  for  Workshop  B. 

Group  Reports  —  (3-5  minutes  per  group)  Each 
group  briefly  reports  its  Worksheet  Al  findings  to 
the  rest  of  the  group.  The  facilitator  collects  the 
five  worksheets  and  will  make  copies  available  to 
each  Factor  Group's  participants  at  the  next  work¬ 
shop. 

Discussion  —  (20  minutes)  The  facilitator  leads  a 
discussion  of  the  Factor  Group  findings. 

Next  Steps  —  (10  minutes)  The  workshop  facilitator 
reviews  the  homework  assignment  and  structure  of 
the  next  workshop. 

On  Your  Own  —  (anytime)  Workshop  participants 
may  want  to  spend  more  time  discussing  business 
factors  and  group  findings.  Informal  get-togethers 
—  parties,  dinners,  dances —  are  good  ways  of 
continuing  the  economic  renewal  discussion  and 
keeping  the  process  fun  and  friendly. 
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Workshop  A1 


Analyzing  Factors 


Use  this  worksheet  to  record  your  analysis  of  how 
each  factor  affects  your  community's  economy.  The 
factor  summaries  on  the  following  pages  include 
questions  and  case  studies,  which  illustrate  in  more 
detail  each  factor's  influence  on  business  condi¬ 
tions. 


Remember  that  anything  you're  thinking  is  relevant 
to  this  discussion,  if  only  to  keep  your  mind  open 
to  seemingly  minor  ideas  that  might  turn  out  to  be 
of  major  importance.  If  you  need  more  room  to 
record  your  group's  responses,  use  the  four-win¬ 
dow  box  on  the  next  page. 


Q  Factor  #2 — Access  to  Capital 
Q  Factor  #2 — Business  Environment 
O  Factor  #3 — Infrastructure 
□  Factor  # 4 — Human  and  Natural  Resources 
O  Factor  #5 — Quality  of  Life 
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Workshop  A1 


Analyzing  Factors 


(continued) 


O  Factor  #1 — Access  to  Capital 
O  Factor  # 2 — Business  Environment 
O  Factor  #3 — Infrastructure 
O  Factor  #4 — Human  and  Natural  Resources 
Q  Factor  #5 — Quality  of  Life 


PROBLEMS 

ASSETS 

NEEDS 

WINDOWS  OF  OPPORTUNITY 
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Factor  Summary 


Factor  #1 

Access  to  Capital 


The  availability  of  money  at  affordable  interest 
rates  and  terms  has  a  major  effect  on  business. 
When  a  community  keeps  more  money  home,  this 
money  recirculates  and  has  a  "multiplier  effect."  It 
creates  more  value,  pays  more  wages,  finances 
more  investments,  and  ultimately  creates  more 
local  economic  opportunity.  By  increasing  access  to 
capital,  your  community  can  help  business  in  the 
following  ways: 


If  money  is  available  to  help  a  business  buy 
inventory  or  equipment,  local  companies  find  it 
easier  to  survive. 

The  availability,  cost,  required  security,  rates, 
and  terms  of  money  for  a  new  enterprise  will 
determine  whether  it  is  easy  or  difficult  to  start  a 
business.  This  affects  the  number  and  type  of 
new  businesses  starting  in  your  community. 
Adequate  seed  capital  and  financing  help  attract 
expanding  businesses  from  elsewhere  in  the 
region. 


Questions  to  ask  yourself  as  you  fill  in  the  worksheet: 


❖  Think  about  the  checks  you  write  regularly.  How 
many  of  them  go  out  of  town? 

❖  Where  do  most  people  in  the  community  bank? 

❖  Where  do  most  residents  deposit  their  savings? 

❖  How  much  money  leaves  the  community 
through  investments  in  pension  funds,  munici¬ 
pal  bonds,  and  insurance  premiums? 

❖  What  are  the  financial  needs  of  local  businesses? 

❖  What  types  of  business  loans  are  available  in 
your  community? 

❖  What  types  of  businesses  get  loans  —  expanding 
businesses,  start-up  businesses,  or  relocating 
businesses? 

❖  Do  existing  businesses  use  federal  and  state  loan 
programs? 


<•  What  institutions  provide  capital? 

❖  What  are  common  loan  terms  and  loan  rates? 

❖  Is  capital  available  through  state  or  regional 
programs? 

❖  Besides  the  local  banks,  are  there  other  sources 
of  capital  for  businesses?  What  types  of  busi¬ 
nesses? 

❖  Are  private  investors  interested  in  investing  in 
expanding  or  new  businesses? 

❖  Are  the  capital  needs  of  businesses  properly 
matched  with  the  right  type  of  financing? 

❖  Are  venture  capitalists  interested  in  providing 
capital  to  a  certain  type  of  business  that  you 
might  be  trying  to  attract? 
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Making  Capital  More  Accessible 


Pennsylvania  Seed  Capital 

The  State  of  Pennsylvania  provides  seed  capital  to 
small  businesses  in  their  early  stages  of  develop¬ 
ment.  Loans  ranging  in  size  from  $50,000  to 
$500,000  are  offered  to  help  start-up  businesses 
develop  and  introduce  new  technological  advance¬ 
ments.  The  average  loan  size  is  $85,000  and  re¬ 
quires  $3  of  private  funds  for  every  $1  of  public 
funds. 

Funding  Micro-Enterprises 

In  1986,  three  nonprofit  community  groups  created 
the  Micro  Industry  Credit  Organization  (MICRO)  to 
revitalize  the  economies  of  small  U.S.  towns  along  the 
Mexican  border.  Faced  with  competition  from  U.S. 
firms  relocated  to  the  Mexican  side  of  the  border  and 
with  general  agricultural  and  industrial  decline,  these 
towns  are  looking  for  ways  to  diversify  and  invigorate 
their  economies.  MICRO  helps  by  providing  entre¬ 
preneurs  in  communities  across  Arizona  and  Califor¬ 
nia  with  a  package  of  essential  organizational,  finan¬ 
cial,  and  technical  assistance. 

MICRO  asks  interested  businesses  in  the  communities 
to  join  together  in  an  association,  which  then  manages 
the  services — a  revolving  loan  fund,  business  classes, 
market  analysis  etc. — that  local  entrepreneurs  want 
and  need.  MICRO'S  revolving  loan  fund  provides 
working  capital  to  expand  local  businesses  and 
teaches  entrepreneurs  how  to  prepare  effective  loan 
applications  for  commercial  credit  institutions.  Since 
1987,  MICRO  has  lent  over  $700,000  to  230  business 
owners,  with  only  a  2  percent  default  rate.  The  loan 
fund  is  an  important  element  of  MICRO'S  approach  to 
economic  development,  but  also  important  are  its 
organizational  and  technical  assistance  services  that 
build  cooperation  and  competence  into  local  business 
activity.  Together,  these  elements  make  for  long¬ 
term,  locally  controlled  economic  development. 


Favorable  Loans 

The  rate  and  terms  of  a  business  loan  can  either 
encourage  or  discourage  investment  and  expansion. 
Suppose  a  company  wants  to  move  into  a  new, 
more  efficient  building  at  a  cost  of  $1.3  million.  The 
company  can  afford  a  $300,000  down  payment  and 
annual  loan  payments  of  $190,000  (financed  partly 
by  the  yearly  savings  expected  from  the  move). 

The  company  requests  a  mortgage  loan  from  its 
bank.  The  bank  offers  a  $1  million,  seven-year  loan 
at  16  percent  interest.  Annual  loan  payments  will 
total  $238,000.  Because  this  is  $48,000  higher  than 
the  cash  flow  available,  the  company  does  not  make 
the  investment.  But  if  the  bank  had  offered  a  25- 
year  loan  at  the  same  interest  rate,  the  payments 
would  have  been  only  $163,000,  well  within  the 
company's  budget. 

Women's  Economic  Development 
Corporation 

Working  with  local  bankers  in  the  St.  Paul  area. 
Women's  Economic  Development  Corporation 
(WEDCO)  provides  consulting,  training,  and 
referral  services  to  low-income,  unemployed,  or 
underemployed  women  starting  or  operating  their 
own  businesses.  In  its  first  year,  WEDCO  helped 
start  93  new  firms,  persuaded  a  major  St.  Paul  bank 
to  include  day  care  expenses  in  working  capital 
loans,  and  began  its  own  seed  capital  fund,  which  is 
financed  by  both  foundations  and  the  private 
sector. 
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Factor  #2 

Business  Environment 


"Business  environment"  is  the  attitude  of  the 
community  toward  business  activity  and  local 
businesses.  A  supportive  business  environment 
helps  the  local  economy.  If  business  people  think 
the  local  economy  is  stable  and  growing,  most  will 
feel  that  it  is  a  good  environment  in  which  to  do 
business.  The  excitement  generated  by  new  busi¬ 
ness  start-ups  and  plans  for  business  expansion  is 
often  contagious.  Investment  and  reinvestment 
breeds  confidence  that  often  leads  to  more  business 
expansion  and  a  renewed  commitment  by  existing 
businesses  to  stay.  On  the  other  hand,  business 
failures  and  general  pessimism  regarding  the 
economy  make  existing  businesses  hold  back  on 
most  investment  plans.  They  often  think  about 
relocating. 

The  types  of  programs  and  attitudes  community 
leaders  develop,  during  good  times  and  bad,  can 
improve  business  conditions.  A  supportive  busi¬ 
ness  environment  often  means  reasonable  commer¬ 
cial  rents,  business  assistance,  shared  services,  and 
links  to  financing  sources.  A  positive  attitude 
toward  business  is  also  required.  While  you  can 
usually  depend  on  the  governor  and  state  and  local 
development  directors  to  be  enthusiastic  about 
business,  it  is  equally  important  for  the  entire 
community  to  display  a  positive  attitude  toward 
business.  Such  an  environment  can  help  curb  the 
failure  rate  of  small  and  new  businesses. 


Many  business  owners  maintain  that  their  business 
success  is  partially  due  to  community  support. 
Consumers  are  often  loyal  to  reliable  and  friendly 
local  business.  For  example,  efforts  to  improve 
relations  between  businesses  and  the  community 
typically  revolve  around  reducing  regulatory 
burdens  and  the  costs  of  doing  business.  Many 
communities  have  found  that  creating  an  ombuds¬ 
man  office  or  regulatory  assistance  program  can 
help  support  new  and  expanding  enterprises  by 
helping  them  understand  and  comply  with  local 
and  state  regulations. 
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Questions  to  ask  yourself  as  you  fill  in  the  worksheet: 


❖  Are  many  businesses  failing  in  the  community? 
What  types  of  businesses? 

❖  What  are  the  reasons  for  these  business  failures? 
Business  failures  typically  stem  from  one  or 
more  of  the  following  causes:  national  economic 
conditions,  lack  of  experience,  heavy  expenses, 
personal  problems,  customer  dissatisfaction, 
insufficient  capital,  disasters,  or  fraud. 

❖  What  businesses  have  decided  to  relocate  out  of 
town?  For  what  reasons?  What  steps  can  be 
taken  to  correct  the  situation? 

❖  Do  local  business  people  and  entrepreneurs  feel 
they  are  part  of  a  supportive  business  environ¬ 
ment,  or  do  they  feel  isolated  and  unable  to 
learn  from  the  experiences  of  others? 

❖  Do  people  feel  any  loyalty  to  local  businesses? 
Are  local  businesses  considered  friendly,  help¬ 
ful,  and  reliable? 

❖  Which  community  organizations  and  interests 
are  supportive  of  new  business? 

❖  How  would  you  describe  your  community's 
labor  relations  climate? 

❖  Are  all  local  interest  groups  involved  in  a 
cooperative  process  to  better  the  community's 
business  conditions? 

❖  Describe  the  general  level  of  business  activity  in 


the  community.  How  do  you  think  it  will  influ¬ 
ence  a  visiting  executive  considering  a  move  to 
your  community? 

❖  What  is  the  current  attitude  of  state  and  local 
government  toward  business? 

❖  Has  the  government's  attitude  toward  business 
changed  significantly  in  the  last  five  years? 

❖  What  local  actions  can  eliminate  barriers  to 
business  expansion? 

❖  List  conditions  that  prevent  the  formation  of 
new  businesses  in  your  community. 

❖  List  the  programs  and  services  that  are  currently 
operating  in  the  community  to  help  existing 
businesses  stay  healthy. 

❖  What  kind  of  programs  currently  exist  or  are 
needed  to  provide  a  supportive  business  envi¬ 
ronment? 

❖  How  do  town  regulations  (e.g.,  zoning,  building, 
health)  affect  business?  List  both  good  and  bad 
effects. 

❖  How  do  local  licenses  and  fees  compare  with 
neighboring  towns? 

❖  Where  and  how  can  government  and  business 
people  share  information  and  concerns? 

❖  List  other  services  provided  by  government  that 
are  beneficial  or  detrimental  to  business. 
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Napoleon  Business  Program 


Downtown  Estes  Park 


Napoleon,  Ohio  (population  8,600),  started  a 
business  retention  and  expansion  program  in  1980. 
The  program  was  requested  by  local  business 
leaders  who  felt  neglected  when  the  town  launched 
an  aggressive  industrial  recruitment  campaign.  A 
joint  effort  by  the  town  government  and  the  Cham¬ 
ber  of  Commerce,  the  program  resulted  in  impres¬ 
sive  gains.  During  its  six  years  of  operation, 
Napoleon's  businesses  added  an  average  of  35  new 
jobs  each  year.  The  Napoleon  program  has  also 
served  as  a  model  for  Ohio.  Business  retention  and 
expansion  programs  are  now  a  mainstay  of  the 
state's  economic  development  efforts. 

South  Dakota  Business  Assistance 

Many  communities  use  Business  Assistance  programs 
to  improve  local  business  conditions.  These  technical 
assistance  programs  are  found  are  designed  to  meet 
the  specific  needs  of  small  businesses.  South  Dakota's 
Procurement  Technical  Assistance  Centers  (SD 
PTAC),  for  example,  offer  business  people  a  chance  to 
meet  one-on-one  with  a  federal  government  procure¬ 
ment  consultant.  Established  in  1986,  the  SD  PTAC 
has  assisted  over  675  clients  with  federal  receiving 
contracts  worth  more  than  $165  million  dollars. 


i  Bennington  Business  Incubator 

-  Business  incubators  help  nurture  businesses  by 

|  providing  them  with  a  building  that  offers  afford- 

-  able  rents,  convenient  services,  business  assistance, 
and  financing  in  a  flexible,  supportive  environ- 

Iment.  In  Vermont,  the  Bennington  County  Indus¬ 
trial  Corporation's  (BCIC)  "business  incubator" 
housed  more  than  22  firms  in  a  300,000  square-foot 
■f  renovated  mill.  The  incubator  provides  tenant 
firms  with  building  security  and  maintenance, 
loading  dock  facilities,  a  photocopier,  and  access  to 
a  time-shared  computer.  Businesses  generally  stay 
j  between  one  and  nine  months.  In  its  first  eight 
1  years,  BCIC  helped  create  250  jobs. 


Many  local  governments  are  starting  downtown 
revitalization  projects  as  a  means  of  supporting 
existing  businesses  while  also  encouraging  expan¬ 
sion  and  new  business  development.  Estes  Park, 
Colorado,  undertook  a  downtown  improvement 
program  in  1983  in  response  to  declining  sales  in 
downtown  retail  businesses.  Town  leaders  hoped 
that  changing  the  appearance  of  downtown  would 
encourage  the  26,000  people  who  drove  through 
town  each  summer  day  on  their  way  to  Rocky 
Mountain  National  Park  to  stop  and  shop,  produc¬ 
ing  needed  revenue  for  downtown  businesses. 
Improving  downtown's  appearance  and  accessibil¬ 
ity  resulted  in  a  58  percent  increase  in  sales  tax 
revenue  in  three  years. 
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Factor  #3 
Infrastructure 


Infrastructure  is  the  foundation  upon  which  most 
local  business  is  transacted.  Improvements  in 
roads,  water,  energy  services,  and  communications 
systems  can  generally  improve  the  local  business 
climate.  Infrastructure  improvements  can  reduce 
the  costs  of  doing  business  and  help  make  busi¬ 
nesses  more  accessible. 

A  sound  and  well-maintained  infrastructure  will 
help  keep  businesses  in  town  and  attract  new  and 
expanding  businesses.  Neglected  infrastructure 
systems  can  harm  the  state  or  community's  long¬ 
term  economic  development  efforts.  Communities 
that  demonstrate  a  willingness  to  invest  in  their 
future  are  more  likely  to  attract  new  businesses. 
Sound  infrastructure  is  key  to  long-term  economic 


development.  In  his  article,  'The  Rural  Crisis  and 
What  to  do  About  It,"  Harvard  University's  Robert 
Reich  states  that  an  improved  system  of  rural 
transportation  and  communications  is  essential  in 
assisting  rural  communities  in  developing  new 
businesses. 

Infrastructure,  however,  requires  costly  mainte¬ 
nance  and  replacement.  Although  some  parts  of  a 
community's  infrastructure  may  be  privately 
owned  (e.g.  electric  utilities),  most  infrastructure  is 
built  and  maintained  by  local  governments  and 
districts.  Knowing  which  parts  of  the  infrastructure 
are  most  important  to  existing,  expanding,  and 
relocating  businesses  can  help  you  order  your 
community's  capital  improvements  and  mainte¬ 
nance  priorities. 


Questions  to  ask  yourself  as  you  fill  in  the  worksheet: 


What  is  the  current  condition  of  the  commu¬ 
nity's  infrastructure? 

Which  areas  of  infrastructure  need  the  most 
improvement? 

In  the  last  five  years,  how  has  the  community 
invested  in  its  infrastructure? 

Have  any  existing  businesses  or  area  entrepre¬ 
neurs  expressed  concern  over  the  community's 
physical  facilities?  If  so,  which  facilities? 

How  does  the  cost  and  condition  of  infrastruc¬ 
ture  affect  local  businesses? 

How  do  the  infrastructure  needs  of  business 
compare  with  residents'  needs? 

Should  the  community  borrow  money  to  make 
and  maintain  necessary  capital  improvements? 

Is  expansion  of  existing  facilities  the  only  way  to 
maintain  the  current  level  of  service?  For 
example,  can  the  city  patch  leaks  in  the  water 
system  rather  than  build  new  supply  facilities? 
Can  the  school  district  renovate  an  existing 
school  rather  than  abandon  it? 


❖  Can  municipal  workers  assist  in  the  design  and 
construction  of  new  infrastructure  instead  of  the 
town  hiring  outside  consultants? 

❖  If  outside  expertise  is  needed  to  solve  a  particu¬ 
lar  problem,  can  community  residents  still  be 
involved? 

❖  Is  the  community  trying  to  attract  businesses 
that  will  require  the  expansion  of  existing 
services  or  facilities? 
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Building  Infrastructure 


Brockton  Saves  'Water 

Infrastructure  expansion  can  be  very  expensive, 
leading  to  higher  taxes  and  service  costs.  The 
Brockton,  Massachusetts,  "Brockton  Saves  Water" 
project  is  a  joint  effort  between  residents  and  local 
government  to  save  money  on  future  supply 
expansions  by  reducing  the  amount  of  water  the 
town  uses.  Many  local  businesses  have  benefited 
from  investments  in  water  efficiency.  The  Howard 
Johnson's  food  processing  plant,  for  example,  saves 
an  estimated  56.4  million  gallons  of  water  and 
$74,500  in  overhead  costs  each  year. 


Skiing  on  Riverview  Trash 

Solid  waste  disposal  is  a  significant  infrastructure 
cost  for  most  communities.  Limited  disposal  capac¬ 
ity,  coupled  with  a  stagnating  economy,  led  River- 
view,  Michigan,  to  turn  waste  into  a  valuable 
resource  and  a  benefit  to  the  local  economy.  City 
workers  suggested  building  ski  and  sledding  hills 
and  golf  course  features  out  of  solid  waste.  Now 
skiers  come  from  out  of  town  to  use  these  recrea¬ 
tional  facilities.  The  income  generated  from  this 
project  is  contributed  to  the  town's  general  fund 
and  to  the  Parks  and  Recreation  Department. 
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Factor  #4 

Human  &  Natural  Resources 


If  a  business  is  to  stay  in  a  community  and  expand, 
it  needs  qualified  people  and  sufficient  resources  to 
do  its  job  well.  Existing  and  new  enterprises 
employ  local  people  and  ideas  and  make  innovative 
use  of  natural  resources.  Thus,  education,  commu¬ 
nity  organizations,  regional  climate,  waterways, 
and  other  natural  resources  are  important  to  eco¬ 
nomic  activity. 

Ensuring  that  a  community  continues  to  train  and 
retrain  its  work  force  is  important  to  economic 
renewal  because  it  creates  entrepreneurial  and 
employment  opportunities  and  helps  existing 


businesses  survive.  Investment  in  people  and 
natural  resources  leads  to  individual  opportunity 
and  long-term  resource  availability. 

Economic  development  efforts  can  reap  benefits 
from  the  time  and  energy  people  put  into  organiz¬ 
ing  and  developing  projects  and  from  the  unique¬ 
ness  of  natural  features. 

When  communities  locate  promising  human  and 
natural  resources,  they  can  employ  them  for  long¬ 
term  economic  vitality. 


Questions  to  ask  yourself  as  you  fill  in  the  worksheet: 


❖  What  types  of  skills  do  current  residents  have? 

❖  Are  most  residents  working  in  jobs  that  take  full 
advantage  of  their  skills?  What  are  the  opportu¬ 
nities  for  advancement? 

❖  What  groups  of  local  people  are  unemployed? 

❖  Are  any  of  these  people  currently  receiving  job 
training?  If  so,  what  type  of  skills  are  they 
learning?  If  not,  can  you  think  of  any  training 
that  might  benefit  them? 

❖  How  would  you  describe  the  match  between  job 
skills  and  job  opportunities? 

❖  What  type  of  jobs  are  the  hardest  to  fill?  Can 
existing  residents  meet  any  of  these  needs? 

❖  Do  local  entrepreneurs  have  the  skills  necessary 
to  succeed?  What  would  help  them  acquire 
those  skills? 

❖  Can  local  schools  play  a  role  in  encouraging 
potential  entrepreneurs,  supporting  newly 
formed  enterprises,  or  training  workers? 

❖  Do  local  civic  groups  work  together?  What 
services  do  they  provide  the  community? 


❖  Has  the  community  contacted  retired  local 
business  people  to  see  what  role  they  might  play 
in  assisting  local  business? 

❖  Do  local  businesses  support  employee  benefits 
(childcare,  health  insurance,  maternity  and 
paternity  leave?) 

❖  What  are  your  community's  natural  resources? 

❖  How  does  commerce  or  industry  affect  the 
community's  local  or  neighboring  environment? 

❖  Does  your  community  have  recycling  and 
composting  programs? 

❖  How  do  local  businesses  or  residents  use  re¬ 
cycled  or  composted  materials? 

❖  Do  local  businesses  share  or  trade  materials? 

❖  What  are  some  unique  local  uses  of  natural 
resources? 

❖  Are  there  any  useful  natural  resources  not 
currently  being  used  by  businesses? 

❖  How  does  the  community  currently  ensure  the 
long-term  health  and  availability  of  natural 
resources? 
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Working  With  Human  and 
Natural  Resources 


Sauk  Alumni  Program 

Rural  areas  often  find  that  their  largest  export  is  the 
educated  young  people  in  the  community.  When 
individuals  leave,  the  community  loses  its  invest¬ 
ment  in  their  education.  To  plug  this  leak  and 
increase  local  employment  opportunities,  the  Sauk 
New  Business  Development  Incubator  Network  in 
Dixon,  Illinois,  established  an  "alumni  program." 
The  Sauk  Network  discovered  that  90  percent  of  the 
top  half  of  the  high  school  graduates  left  the  area. 
To  tap  that  pool  of  talented  alumni,  Sauk  developed 
a  campaign  to  reach  those  people  in  and  outside  of 
Dixon  who  could  provide  leads  to  potential  entre¬ 
preneurs  and  venture  capital.  The  alumni  program 
ran  for  four  years  and  produced  13  new  business 
opportunities. 

Milwaukee  Retraining  Program 

One  Milwaukee  citizens'  group,  Esperanza  Unida, 
developed  a  specialized  training  program  to  meet 
an  identified  need  in  the  job  market.  First,  the 
citizens  conducted  a  market  analysis  to  discover 
what  type  of  retraining  programs  should  be  offered 
to  people  who  had  lost  jobs  at  nearby  plants. 
Esperanza  Unida  found  there  was  a  need  in  the  area 
for  qualified  auto  mechanics  and  paint  and  body 
workers.  The  Auto  Repair  Training  Center  (ARTC) 
was  opened  to  retrain  laid-off  plant  workers.  ARTC 
graduated  70  workers  trained  in  mechanical  repair 
or  auto  body  work  in  the  first  18  months.  The 
training  center  has  since  turned  into  a  for-profit 
business  employing  the  center's  past  graduates. 


Telemarketing  in  Beatrice 

By  understanding  its  work-force  characteristics,  the 
Midwest  farming  community  of  Beatrice,  Nebraska, 
was  able  to  target  its  recruitment  efforts  on  the 
telemarketing  industry.  Nebraska's  location 
provides  the  state  with  access  to  coastal  time  zones 
during  regular  working  hours.  That  factor,  coupled 
with  the  availability  of  well-educated  and  highly 
motivated  part-time  workers  from  farm  families, 
makes  Beatrice  an  attractive  location  for 
telemarketing  firms. 

Future  Farmland 

In  the  United  States,  farmland  is  increasingly  being 
converted  to  non-farm  uses  or  concentrated  in  large 
farm /corporate  ownership.  Paved  land  can't  grow 
food  and  absentee  ownership  packs  profits  off  to 
other  places.  To  keep  farmers  farming,  various 
groups  have  initiated  projects  to  preserve  farmland 
in  the  community  and,  with  it,  the  diversity  of  the 
local  population,  food  supply,  and  economic  base. 
The  Wisconsin  Farmland  Conservancy  organizes 
community  land  trusts  (CLT's)  in  rural  communi¬ 
ties  to  buy  and  hold  farmland  in  trusts  that  pre¬ 
serve  its  use  for  future  local  farming  generations 
while  allowing  individual  farmers  to  own  their 
buildings,  equipment,  and  farming  enterprises.  In 
the  case  of  a  third-generation  dairy  farmer,  who  in 
1988  faced  foreclosure  by  the  Farm  Credit  Service, 
the  Wisconsin  Farmland  Conservancy  was  able  to 
buy  the  land  and  keep  the  farm  family  on  it  with  a 
lifetime  lease.  As  a  CLT,  the  farm  is  operated  under 
two  easements.  One  easement  removes  non- 
agricultural  development  rights,  requiring  the  farm 
to  remain  active.  The  second  easement  lays  out 
broadly  accepted  land  stewardship  and  soil  conser¬ 
vation  practices  to  keep  the  land  in  good  condition. 
The  Wisconsin  Farmland  Conservancy  works  to 
finance  and  organize  CLTs  in  the  state,  which  allow 
beginning  and  low-equity  family  farmers  to  share 
resources  and  strengthen  their  communities. 
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Factor  #5 

Quality  of  Life 


A  high  quality  of  life  attracts  new  people  and 
businesses  to  a  community.  It  also  keeps  people  in 
a  community.  Improving  a  town's  quality  of  life 
with  recreational  opportunities,  preservation  of 
environmental  qualities,  and  support  for  the  arts 
makes  a  community  more  attractive  to  visitors,  as 
well  as  residents. 


Cultural  assets,  strong  traditions,  and  clean  air  and 
water  help  sustain  a  healthy  economy.  Protecting 
natural  assets,  supporting  art  projects,  and  preserv¬ 
ing  a  community's  historic  buildings  will  help 
maintain  the  economic  and  aesthetic  vitality  of  the 
community.  "Quality  of  life"  is  a  key  consideration 
for  businesses  looking  to  settle  in  a  community. 

The  things  in  your  community  that  make  you  feel 
good  about  living  there  will  also  attract  new  resi¬ 
dents. 


Questions  to  ask  yourself  as  you  fill  in  the  worksheet: 


❖  What  educational  opportunities  are  present  in 
your  community?  How  are  these  being  used  to 
improve  business  conditions? 

❖  List  arts  and  cultural  assets  in  the  community. 
What  facilities,  traditions,  landmarks,  or  activi¬ 
ties  are  particularly  noteworthy? 

❖  How  does  the  cost  of  living  in  your  community 
compare  to  the  state  as  a  whole? 

❖  What  recreational  opportunities  are  unique  to 
the  area? 

❖  What  community  assets  keep  businesses  in 
town? 

❖  What  community  assets  attract  tourists? 


What  special  amenities  or  assets  might  encour¬ 
age  new  businesses  in  your  community? 

What  amenities  do  residents  want?  Can  you  find 
a  local  entrepreneur  who  might  wish  to  supply 
those  services? 

What  type  of  reputation  does  your  community 
have  in  the  region?  Is  it  known  for  having 
special  cultural  events  or  recreational  facilities? 
How  would  you  describe  your  community's  way 
of  life? 

What  characteristics  detract  most  from  the 
quality  of  life  in  your  community? 
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Integrating  Quality  of  Life 


Moberly  Amenities 

Moberly,  a  town  of  almost  14,000  in  north-central 
Missouri,  is  one  of  the  few  Midwestern  agricultural 
communities  that  continues  to  thrive  in  a  depressed 
economic  climate.  Residents  claim  Moberly's 
healthy  economy  is  due  to  a  combination  of  "old- 
fashioned  friendliness  and  values,  with  progressive, 
entrepreneurial  energy."  Perhaps  the  thing  that 
makes  Moberly  most  special,  according  to  one  local 
source,  is  its  community  amenities.  The  town 
developed  a  360-acre  park  that  includes  lakes, 
tennis  courts,  baseball  diamonds,  a  swimming  pool, 
a  rodeo  arena,  an  archery  range,  campgrounds,  and 
picnic  areas.  Other  assets  contributing  to  Moberly's 
quality  environment  include  a  municipal  audito¬ 
rium  that  hosts  approximately  1,200  events  during 
the  year,  a  local  airport  that  can  accommodate  small 
commercial  jets,  a  junior  college,  a  good  public 
school  system,  and  a  new  hospital.  The  executive 
vice  president  of  a  small  manufacturing  concern 
summed  up  his  feelings  about  the  town  as  follows, 
"I've  been  in  the  area  since  1981.  It's  a  good  place 
to  raise  a  family.  I  like  the  progressiveness  of  the 
community,  their  willingness  to  try  new  things." 


Carbondale  Artists 

Carbondale,  Colorado  made  the  arts  industry  the 
focal  point  of  the  town's  rural  revitalization  efforts. 
Faced  with  the  unreliability  of  its  primary  economic 
base  of  coal  mining  and  agriculture,  Carbondale 
identified  arts  development  as  a  way  to  keep  the 
town  alive.  Three  projects  emerged  to  meet  that 
challenge:  establish  an  artist's  cooperative,  develop 
an  arts  directory,  and  get  a  marketing  representa¬ 
tive  for  community  artists.  This  strategy  now  helps 
promote  the  town's  unique  quality  of  life  and 
provides  a  support  system  for  arts  enterprises. 
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Worksheet  A2 


Need  to  Know 


Use  this  worksheet  to  list  what  you  need  to  know 
and  who  you  need  to  contact  in  order  to  better 
understand  business  opportunities  factors. 

Be  sure  to  report  your  findings  to  the  rest  of  the 
Factor  Group  before  Workshop  B.  Summarize  your 
research  and  note,  in  particular,  items  that  contra¬ 
dict  information  generated  earlier  in  Workshop  A. 
Give  a  copy  of  this  report  to  each  person  from  your 
Factor  Group.  The  information  will  be  useful  in 
Workshop  B.  Be  as  efficient  as  possible  in  your 
research.  Ask  yourself  if  each  item  to  be  researched 
will  actually  help  you  make  project  decisions. 


Need  to  Know  List 

Your  research  needs  might  include: 

❖  Employment  statistics, 

❖  An  analysis  of  how  and  why  past  efforts  have 
succeeded  or  failed, 

<♦  A  report  on  other  work  that  has  been  completed 
on  a  particular  topic  and  people's  interest  in 
pursuing  this  concept, 

❖  Information  you  need  from  knowledgeable 
people  who  did  not  participate  in  the  workshop. 


O  Factor  #1 — Access  to  Capital 
O  Factor  #2 — Business  Environment 


O  Factor  #3 — Infrastructure 
O  Factor  #4 — Human  and  Natural  Resources 
O  Factor  tt5 — Quality  of  Life 
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Homework 


Understanding  Economic  Renewal  Principles 

Complete  this  homework  exercise  on  your  own.  It 
should  take  less  than  an  hour  of  your  time  and  will 
prepare  you  for  Workshop  B.  There  you  will  look 
at  local  business  conditions  in  terms  of  the  four 
Economic  Renewal  Principles:  plugging  the  leak¬ 
age  of  income  and  resources  from  your  town's 


Principle  #2 
Plug  the  Leaks 

Consider  the  reservoir  and  flow  of  income  and  resources  around  and  through  your  economy. 
Are  vital  inputs,  skills,  and  assets  leaking  out  of  your  economy  ?  Do  local  paychecks  pay 
distant  merchants  for  daily  bread?  Does  the  education  you  gave  your  children  go  to  the  big 
city  with  them?  Do  non-locally  owned  banks  invest  your  deposits  elsewhere?  Plugging 
such  leaks  not  only  preserves  valuable  resources,  it  also  presents  new  opportunities. 


economy;  supporting  enterprise  that  already  exists 
in  your  community;  encouraging  new  enterprises 
with  opportunities  you  have  identified;  and,  lastly, 
recruiting  outside  businesses  that  are  compatible 
with  your  community's  vision. 


Look  at  your  checkbook. 


Splk  In  the  last  three  months,  how  many  checks 
have  you  written  to  establishments 
outside  of  your  community  (mail-order 
catalogs,  utility  bills,  car  repairs)? 

What  action  have  you  taken,  either  at  home  or  at 
work,  that  allowed  money  or  resources  to  leak  from 
your  community? 

In  the  last  three  months,  how  many  checks  have 
you  written  to  establishments  outside  of  the  state? 

In  the  past  week,  can  you  think  of  any  actions  that 
you,  your  family,  or  co-workers  have  undertaken  that 
have  prevented  the  unnecessary  leakage  of  dollars  from 
your  community? 

How  many  deposits  have  you  made  to  financial 
institutions  that  are  not  in  your  state? 

Homework 

Understanding  Economic  Renewal  Principles 


Principle  #2 

Support  Existing  Business 

Check  the  arteries  of  your  economy.  How  do  local  businesses,  producers,  government,  and 
consumers  relate?  Is  there  open  communication?  Do  they  share  information?  YJhat  helps 
or  prevents  the  success  of  local  enterprise?  To  support  existing  businesses,  you  need  to  both 
unblock  the  flow  of  resources,  skills,  and  capital  where  it  is  hindered  and  build  the  capacity 
of  those  economic  arteries  that  are  already  healthy. 


For  each  item  you  did  not  buy  in  the  community  in  the  last  month, 
indicate  why  you  did  not  buy  it  locally.  For  example,  you  may  have  purchased  a  new 
dress  out  of  town  because  the  selection  in  town  was  poor  or  local  price  was  too  high. 

Item  or  service  acquired  out  of  town  Why  did  you  buy  it  out  of  town? 
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Homework 

Understanding  Economic  Renewal  Principles 


Principle  #3 

Encourage  New  Enterprise 

Focus  on  new  enterprise  and  how  a  community  can  encourage  it.  New  product  opportuni¬ 
ties,  information  services  for  existing  businesses,  and  combinations  of  unique  local  resources 
and  skills  are  all  possibilities  for  new  enterprise  to  join  in  the  local  economy.  When  a 
community  encourages  business  start-ups,  it  adds  economic  activity  to  the  area. 


What  new  business  do  you  need  or  want  in  town? 


Think  about  the  kinds  of  needs  you,  your  family, 
and  your  friends  have.  What  kind  of  new  in-town 
business  would  make  your  lives  easier  or  fulfill  an 
unmet  need?  In  the  last  few  months,  have  you  or 
your  friends  thought  of  a  new  business  that  you 


would  like  in  your  community?  For  example,  a 
friend  may  have  remarked  that  the  town  needs  a 
new  family-style  restaurant.  You  may  have  needed 
to  make  copies  of  some  important  business  papers 
and  wished  that  there  was  a  full-service  photocopy 
store  in  town. 


44 


BUSINESS 


OPPORTUNITIES 


WORKBOOK 


Homework 

Understanding  Economic  Renewal  Principles 


Principle  #4 

Recruit  Compatible  Business 

Find  the  business  partners  you  want  for  your  community.  Compatible  business  recruitment 
based  on  unique  local  resources  provides  benefits  for  towns  and  incoming  business  alike.  If 
you  plug  the  leaks,  support  existing  businesses,  and  encourage  new  enterprise,  you  will  have 
a  town  that  has  collected  and  counted  its  chips.  When  the  community  then  attracts  new 
business,  it  is  in  a  stronger  position  to  choose  those  companies  that  fit  in  best  with  its 
economic  goals. 


Think  carefully  about  what  types  of  new  business 
might  be  best  for  your  community.  Pretend  that 
you  have  just  been  appointed  economic  develop¬ 
ment  director  for  your  community. 


As  your  first  task,  the  mayor  has  asked  you  to  go  to 
the  state  capitol  to  convince  state  officials  that  your 
community  has  some  unique  resources  that  will 
enable  you  to  attract  specific  types  of  business. 


What  special  community  resources  will  you  highlight  for  state  officials? 


. 


Applying  Economic  Renewal  Principles 

to  Your  Community 


♦♦♦  IV.  Applying  Economic  Renewal  Principles  *> 

to  Your  Community 

In  this  chapter  of  the  Workbook,  you  will  use  the  four 
Economic  Renewal  Principles  to  choose  the  best 
targets  for  your  economic  renewal  efforts.  The  Eco¬ 
nomic  Renewal  Principles  —  plug  the  leaks,  support 
existing  business,  encourage  new  enterprise,  and  recruit 
compatible  business  —  will  help  you  find  the  appropri¬ 
ate  connections  among  the  problems,  needs,  assets, 
and  windows  of  opportunity  you  identified  in  Work¬ 
shop  A. 

By  matching  useful  assets  and  windows  of  opportu¬ 
nity  to  pressing  problems  and  needs,  you  will  identify 
the  best  economic  renewal  options  for  your  area. 

Instead  of  jumping  to  solutions,  you  will  make  in¬ 
formed  decisions  based  on  the  Principles.  In  addition, 
you  will  find  that  many  tools  of  economic  renewal  are 
right  in  your  backyard.  That  is,  your  community's 
own  assets  and  windows  of  opportunity  may  offer 
economical,  efficient,  and  innovative  ways  to  start 
economic  renewal  projects.  For  example,  you  might 
link  an  asset,  such  as  a  locally  owned  newspaper,  to 
local  artists'  need  for  more  marketing.  The  newspaper 
might  become  a  launching  pad  for  a  new  "Visit  Our 
Town's  Artist  Community"  marketing  effort  to 
generate  more  business  for  artisans  in  the  area. 
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Workshop  B 


Workshop  B  —  Applying  Principles 


Sample  Workshop  Agenda  and  Directions 

This  workshop  agenda  is  a  suggested  outline  for  conduct¬ 
ing  Workshop  B.  Approximate  times  for  each  agenda 
item  are  noted  in  parentheses,  with  a  total  estimated 
workshop  time  of  three  hours.  Be  sure  to  start  on  time 
and  keep  to  your  agenda. 


AGENDA 


Introduction  —  (10  minutes)  The  workshop  facilitator 
describes  the  agenda,  explains  the  worksheets,  answers 
questions,  hands  out  copies  of  Workshop  A  findings  to 
the  members  of  each  of  the  previous  workshop's  Factor 
Groups,  and  discusses  the  relationship  between  Work¬ 
shop  A  and  Workshop  B. 

Homework  Reports  —  (10  minutes)  The  facilitator 
conducts  a  discussion  of  observations  made  by  partici¬ 
pants  while  completing  the  homework  assignment, 
"Understanding  Economic  Renewal  Principles."  The 
facilitator  uses  these  observations  as  examples  to  review 
the  four  Principles  with  participants. 

Small  Groups  —  (10  minutes)  Workshop  participants 
are  then  divide  into  four  groups,  one  for  each  of  the  four 
Economic  Renewal  Principles.  (Each  Principle  Group 
should  include  at  least  one  person  from  each  Workshop  A 
Factor  Group.  Each  Principle  Group  should  have  no 
more  than  10  members.)  Participants  then  introduce 
themselves  and  choose  one  person  to  be  the  group's 
recorder.  The  recorder's  responsibility  is  to  fill  in  the 
group's  worksheets  and  report  the  group's  findings. 


Worksheet  B1  —  (45  minutes)  Each  Principle  Group 
has  at  least  one  representative  from  each  of  Workshop  A's 
Factor  Groups.  Thus,  everyone  has  information  about 
business  problems,  needs,  assets,  and  windows  of  oppor¬ 
tunity  according  to  the  Factor  they  studied  in  the  last 
workshop.  Representative(s)  of  the  Factor  Groups  now 
report  those  factor  problems,  needs,  assets,  and  windows 
of  opportunity  that  have  something  to  do  with  the  Prin¬ 
ciple  Group's  assigned  Economic  Renewal  Principle.  The 
recorder  writes  these  down  on  Worksheet  Bl. 

Worksheet  Bl  should  contain  problems,  needs,  assets,  and 
windows  of  opportunity  that  relate  to  the  group's  as¬ 
signed  Principle.  [Thus,  the  recorder  for  Principle  Ml 
writes  down  business  resource  and  income  leaks  and 
plugs;  the  recorder  for  Principle  M2,  writes  down  trouble¬ 
some  issues  for  and  ways  to  support  businesses;  the 
recorder  for  Principle  M3  writes  down  discouraging  facts 
and  encouraging  opportunities  for  new  enterprise;  and  the 
recorder  for  Principle  #4  writes  down  reasons  to  seek 
outside  business  and  community  advantages  that  will 
attract  compatible  partners  in  economic  renewal.] 

Some  problems,  needs,  assets,  and  windows  of  opportu¬ 
nity  will  apply  to  more  than  one  Principle.  Don't  worry 
about  overlap.  It  is  natural  for  economic  renewal  project 
ideas  to  apply  to  more  than  one  Principle. 
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Worksheet  B2  —  (30  minutes)  Each  group  now  should 
have  a  list  of  problems,  needs,  assets,  and  windows  of 
opportunity  relating  to  its  ER  principle.  The  group  then 
studies  the  items  listed  and  decides  which  are  possible 
economic  renewal  matches;  that  is,  which  assets  and 
windows  of  opportunity  can  be  applied  to  which  prob¬ 
lems  and  needs.  For  example:  if  an  old  ice  skating  rink 
is  for  sale  in  the  town,  the  group  might  decide  that  this 
is  a  window  of  opportunity  to  address  the  need  for  a 
manufacturing  business  incubator.  The  problems,  needs, 
assets,  and  windows  of  opportunity  that  have  such 
connections  are  then  circled  with  lines  to  link  them 
together.  The  recorder  copies  these  matches  onto  Work¬ 
sheet  B2  for  a  record  of  the  connections  the  group 
believes  have  potential  for  plugging  the  leaks,  supporting 
existing  business,  encouraging  new  enterprise,  or 
recruiting  compatible  business. 

Worksheet  B3  —  (5  minutes)  Some  problems  and 
needs  will  have  no  corresponding  assets  or  windows  of 
opportunity.  List  these  on  Worksheet  B3.  Keep  this 
record  of  unmatched  problems,  needs,  assets,  and 
windows  of  opportunity  because  connections  might  be 
found  for  them  later.  Though  yet  unmatched,  these 
items  are  important  problems  and  needs  you  may  want 
to  address  and  vital  assets  and  windows  of  opportunity 
you  may  want  to  use. 

Break — (15  minutes) 


Group  Reports — (50  minutes)  The  recorder  from  each 
group  then  presents  Worksheet  B2's  connections  and 
Worksheet  B3's  list  of  remaining  problems,  needs,  assets, 
and  windows  of  opportunity  to  the  entire  workshop.  The 
facilitator  should  find  two  helpers  to  write  down  each 
group's  findings  on  blackboards  or  large  sheets  of  paper. 
While  the  helpers  write  the  groups'  findings,  the  facilita¬ 
tor  reviews  the  results  with  the  entire  group,  looldngfor 
matches  across  Principles  and  noting  important  points. 

It  is  the  facilitator's  job  to  then  take  this  information  and 
write  up  a  summary  of  Workshop  B.  The  facilitator  asks 
for  four  or  five  volunteers  to  help  review  these  findings 
and  prepare  the  summary.  The  facilitator  will  discuss 
and  hand  out  copies  of  this  summary  at  the  next  work¬ 
shop,  where  participants  will  generate  project  ideas 
based  on  what  they've  learned  about  local  business 
conditions. 

Next  Steps — (5  minutes)  The  workshop  facilitator  will 
briefly  review  the  homework  assignment  and  give  a 
preview  of  Workshop  C. 
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Demonstration 


Before  you  start  your  own  worksheets,  take  a  look  at 
how  the  town  of  Agmont  might  complete  Worksheet  Bl. 

Sf  Principle  #7 — Plug  the  Leaks  Q  Principle  #2 —  Support  Existing  Business 
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Worksheet 

The  circles  and  lines  on  this  demonstration  version  of  Worksheet  B1 
illustrate  some  of  the  matches  that  you  could  transfer  to  Worksheet  B2. 


O  Principle  #3 — Encourage  Nezv  Enterprise  O  Principle  #4 — Recruit  Compatible  Business 
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tynaduateo  involved  tot  tie 
community' o  ftttune. 

"2(1  e  need  to  intetynate  tie  Pnoud- 
edtye  and  oPillo  ft  oun  oenion 
cittyeno  into  economic  nenewal. 

'tile  need  to  tiinP  ft  necv  pnoducto 
we  could  ntaPc  ftom  tie  nuto.  ft 

PenPo.  and  Pennieo  tPat  oun  tvannt  \ 

. 

tile  need  to  intetynate  tiio  town  o 
nicP  Penitatye  into  (to  cunnent  activi- 
tieo. 

tile  need  to  worP  cvtti  netyPPontoty 

communitieo  on  common  eoncenno. 

_ _ _ 

tileneed  to  Peautity  oun  downtowns 

panp.  ., 

\ 

1  ~ - - - - - - - -  " 

tilefPowe  tyood  ocPoolo  and 
teacPeno.\^ 

Oun  pPone  dtydtentegonPo  well. 

/4k  entyineen  and  electytiian  Pave 
netined  Pene. 

jio£atcnaftdpeople  maPe  wonden- 
^$ul  wicPen  PadPeto  and  fttnnitune 
ftom  tie  nctyion  'o  planto. 

^ftftltiCalcvatyo  Pave  a  Pty  dupptiftift*. 
\waote  nut  ePello  ftom  tie  annual  ) 

tile  Pave  a  pleaoant ,  tempenate 
climate. 

P.iveno  tot  tie  dumoundtoty  anea 
often  tyood  ftoPtotty  and  necneation. 

tile  Pave  otnonty  local  tnaditiono, 
liPe  tie  annual  'Pecan  PicPtoty 
"pedtival. 

\ 

i 

*7Pte  utilitty  (o  putttoty  tot  Kew 
undentynound  lined,;  tout  id,  tie  time 
to  nealtyn  dome  ft  oun  dtneeto  on 
Puild  didewalPo. 

!  *7Pe  oePool  'o  civic  volunteen  pno- 
<ytam  could  Pc  a  dounce  ft  aPle 
Pando  ftn  planting  tneeo. 

*7Pe  dead  tneeo  ftom  tie  Puo 
dtation  ftne  ane  a  cPeap  dounce  ft 
unood  ftn  ftouten  Poxeo. 

"7 Pc  PtyP  dcPool  dcience  teacPen 
cvanto  to  dtant  an  appnenticeoPip 
pnotynam. 

| 

:  "7Pe  PtyP  oePool  will  Pave  ito  50ti 
annivendanty  tiio  Spntoty. 

*7 Pc  Pecan  Panvcdt  io  on  tie  Pontyon. 

i 
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Worksheet  B1 


Each  member  of  your  Principle  Group  should  have  a  list  of  findings  from  the  last 
workshop.  On  this  worksheet,  list  the  problems,  needs,  assets,  and  windows  of 
opportunity  that  relate  to  the  Principle  your  group  is  working  with. 


Q  Principle  #2 — Plug  the  Leaks 


O  Principle  #2 —  Support  Existing  Business 


FACTOR#! 


FACTOR  #2iv.  ;  . 
USINESS  ENVlMmdE 


:  .  .  :  OF 

OPPORTUNITY 


* 

■ 


-■  ’Tr 

*|ggg 

; 

-?C-“ . 
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Applying  Principles 

Circle  and  connect  those  items  that  might  work  together  for  generating  economic 
renewal  project  ideas.  Feel  free  to  use  a  chalkboard  or  large  sheet  of  paper,  using 
the  chart  below  as  a  model,  if  this  worksheet  proves  too  small. 

O  Principle  #3 — Encourage  New  Enterprise  O  Principle  #4 — Recruit  Compatible  Business 


?Ss  .  V  . 

FACTOR  #3 
INFRASTRUCTURE 

FACTOR  #4 

!  HUMAN  &NATURAL  RESOURCES 

>  f  - 
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Worksheet  B2  —  Making  Connections 

Use  this  worksheet  to  record  the  matches  you  made  on  Worksheet  Bl. 


[JD> 


PROBLEMS  AND  NEEDS 


ASSETS  AND 

WINDOWS  OF  OPPORTUNITY 
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Worksheet  B3  —  Remaining  Issues 


Use  this  worksheet  to  record  those  problems,  needs,  assets,  or  windows  of  opportunity  that  have  no 
apparent  matches.  These  unmatched  items  may  be  part  of  future  economic  renewal  efforts. 


\v\  REMAINING 

PROBLEMS  AND  NEEDS 

REMAINING  ASSETS  AND 

WINDOWS  OF  OPPORTUNITY 

^  A 
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Homework 

The  Business  Opportunities  Casebook 


Before  the  next  meeting,  read  the 
Business  Opportunities  Casebook 

The  Business  Opportunities  Casebook  provides 
examples  of  many  different  kinds  of  projects  that 
communities  have  developed  to  solve  particular 
needs  or  to  capitalize  on  unique  community  assets. 
The  Casebook  will  present  options  that  may  have 
never  been  considered  in  your  community  and 


ideas  that  you  may  want  to  adapt  to  your  commu¬ 
nity's  unique  conditions.  After  you  have  read  the 
Casebook,  or  at  least  the  chapter  that  pertains  to  the 
Principle  your  group  studied  in  Workshop  B, 
answer  the  following  questions. 


Having  read  the  Business  Opportunities 

VOyX  Casebook,  do  you  have  any  additions  to 
wA  your  business  conditions  worksheets? 

S 

List  a  few  examples  found  in  the 

Casebook  that  might  be  appropriate  for 
your  community. 

<* 

j  BUSINESS  O  P  P  O  R  T 

UNITIES  WORKBOOK 

Generating  Project  Ideas 


***  V.  Generating  Project  Ideas  ♦♦♦ 


At  this  point  in  the  workshop  process,  it’s  time  to 
take  what  you've  learned  from  workshops  A  and  B 
and  generate  project  ideas.  It's  time  to  brainstorm, 
to  throw  all  your  research  and  insights  together. 
Allow  yourselves  to  step  out  of  conventional 
"economic  development"  bounds.  That  way,  you 
will  leave  your  mind  open  to  those  innovative  ideas 
that  only  you  can  come  up  with. 

Understandably,  communities  experiencing  eco¬ 
nomic  problems  are  in  a  hurry  to  do  something, 
almost  anything,  to  improve  local  economic  condi¬ 
tions.  They  may  latch  onto  ideas  they  have  heard 
about  or  projects  they  have  seen  in  a  nearby  town 
or  read  about  in  the  regional  newspaper.  Jumping 
from  problem  to  solution,  however,  without  a 
complete  diagnosis  of  the  problem  and  a  full 
exploration  of  the  range  of  potential  solutions,  may 
be  a  disappointing  waste  of  time  and  money. 

By  taking  this  workbook's  four  basic  steps  — 
Analyzing  Business  Opportunities  Factors  In  Your 
Community,  Applying  Economic  Renewal  Princi¬ 
pals  to  Your  Community,  Generating  Project  Ideas, 
and  Evaluating  Potential  Projects  —  you  are  taking 
care  to  understand  fully  the  issues  your  community 
is  facing  before  you  start  projects.  Thus,  the  proj¬ 
ects  you  eventually  take  on  will  be  appropriate  and 
effective. 


In  the  next  pages,  you'll  find  hints  for  brainstorm¬ 
ing  project  ideas,  a  sample  workshop  agenda,  and 
worksheets  to  use  in  the  process.  Workshop  C  has 
three  parts: 

❖  Brainstorming  Project  Ideas 

❖  Exploring  Project  Ideas 

❖  Selecting  Project  Ideas 

By  the  end  of  this  workshop,  you  will  have  selected 
a  number  of  project  ideas  for  further  evaluation.  In 
Workshop  D,  you  will  evaluate  the  project  ideas 
and  choose  those  that  have  the  greatest  potential 
for  success. 
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How  to  Generate  Project  Ideas 


Study  the  brainstorming  guidelines  listed  below. 
Keeping  them  in  mind  during  a  brainstorming 
session  will  help  your  group  generate  many  more 
creative  ideas. 


In  a  brainstorming  session,  each  participant  gener¬ 
ates  as  many  options  as  possible.  All  ideas  are 
allowed  and  welcome.  The  point  of  brainstorming 
is  to  explore  a  range  of  options,  not  to  sell  any  one 
idea  or  perspective.  As  an  exercise,  brainstorming 
stretches  the  imagination  and  produces  a  bushel  of 
ideas  from  which  you  can  choose  the  best  later. 


Guidelines  For  Brainstorming 


❖  Appoint  someone  to  serve  as  facilitator. 

It  is  the  facilitator's  job  to  ensure  that  everyone  gets  a  chance  to  discuss  their  ideas.  It  helps  when  the 
facilitator  summarizes  the  previous  participant's  ideas  before  the  next  person  speaks.  Use  a  blackboard 
or  wall  chart  to  record  what  is  said. 

❖  Reinforce  and  encourage  all  ideas.  Do  not  worry  about  details  at  this  point.  Concentrate  on  generating 
as  many  ideas  as  possible. 

❖  There  are  no  wrong  ideas. 

If  you  must  comment,  limit  your  comments  to  how  an  idea  might  be  improved. 

❖  Feel  free  to  add  to  ideas  or  to  combine  them. 

Everyone  present  is  thinking  about  different  aspects  of  the  same  issue.  Overlap  and  extension  of  ideas 
is  natural  and  useful. 

❖  Listen  to  the  full  explanation  of  an  idea. 

Do  not  interrupt  others  until  they  are  finished  explaining. 

❖  Nobody  has  all  the  answers. 

Group  success  depends  upon  every  group  member  sharing  ideas,  opinions,  and  observations. 

❖  Pay  attention  to  silence. 

A  silent  individual  or  group  may  indicate  that  there  is  something  more  to  learn  about  project  ideas. 
Respect  silence,  but  be  aware  that  some  issues  may  need  further  discussion. 

❖  Be  open  to  new  ideas. 

Avoid  promoting  your  own  agenda. 
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Generating  Project  Ideas 


Sample  Workshop  Agenda  and  Directions 

The  "Generating  Project  Ideas"  worksheets  can  be 
completed  in  a  three-hour  workshop,  depending  on 
the  number  of  participants.  Everyone  in  the  com¬ 
munity  should  be  invited  to  attend. 


Oene 
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AGENDA 


Introduction  —  (10  minutes)  The  workshop  facilitator 
discusses  the  workshop's  agenda  and  desired  outcome 
and  summarizes  significant  findings  from  workshops  A 
and  B.  The  facilitator  hands  out  copies  of  the  problems, 
needs,  assets,  and  windows  of  opportunity  matches  made 
in  Workshop  B. 

Preferred  Future  —  (10  minutes)  The  workshop 
facilitator  reviews  the  community's  overall  goals. 

Small  Groups  —  (5  minutes)  Break  into  small  groups 
representing  the  four  Economic  Renewal  Principles.  Sit 
with  the  same  group  you  worked  with  in  the  previous 
workshop.  A  group  of  no  more  than  10  people  is  best. 

Worksheet  Cl  —  (25  minutes)  Using  the  "Brainstorm¬ 
ing  Guidelines,"  each  Principle  Group  generates  project 
ideas  that  address  the  problems,  needs,  assets,  and 
windows  of  opportunity  matches  made  in  Workshop  B. 

At  this  point,  there  is  no  need  to  discuss  the  merits  of 
any  particular  idea.  Principle  Groups  should  focus  on 
listing  as  many  project  ideas  as  possible.  If  your  group 
comes  up  with  project  ideas  for  another  Principle  that  the 
entire  group  should  consider,  list  them  at  the  bottom  of 
Worksheet  Cl. 

Break  —  (10  minutes) 

Worksheet  C2  —  (30  minutes)  One  to  three  people  per 
Principle  Group  form  a  subgroup  and  use  Worksheet  C2 
to  explore  one  of  the  project  ideas  generated  in  the 
Group's  brainstorming  session.  (Each  Principle  Group 
will  have  one  subgroup  per  project  idea.)  You  may  want 
to  volunteer  for  the  project  idea  that  interests  you  most. 
The  subgroups  summarize  the  results  of  their  project 
idea  exploration  on  large  sheets  of  paper.  Representa¬ 
tives  from  each  subgroup  will  use  these  sheets  as  wall 
charts  to  present  the  project  idea  to  the  entire  workshop. 


Summary  of  Group  Reports  —  (3-5  minutes  per 
group)  Subgroup  representatives  for  each  Principle 
Group  present  their  project  idea  to  the  entire  workshop. 
The  workshop  facilitator  asks  for  a  volunteer  to  record 
each  project  idea  on  a  chalkboard  or  wall  chart.  The 
volunteer  should  leave  enough  space  below  each  project 
idea  for  workshop  participants  to  mark  their  preferences 
at  the  end  of  the  workshop.  Though  the  project  ideas  are 
now  recorded  on  a  master  wall  chart,  each  subgroup 
should  go  ahead  and  post  their  project  idea  wall  charts 
around  the  room. 

Break  —  (10  minutes)  During  the  break,  the  workshop 
facilitator  studies  the  list  of  project  ideas  and  makes  note 
of  those  that  overlap. 

Worksheet  C3  —  (15  minutes)  The  workshop  facilita¬ 
tor  reviews  the  list  of  project  ideas  with  workshop 
participants;  points  out  those  that  overlap,  if  any;  and 
gets  permission  from  the  participants  to  combine  project 
ideas  as  appropriate.  From  this  master  list,  participants 
write  down  on  Worksheet  C3  those  project  ideas  they 
believe  are  most  important  and  workable  for  the  commu¬ 
nity's  economy. 

With  stick-on  dots  supplied  by  the  facilitator,  partici¬ 
pants  now  mark  their  project  idea  preferences  on  the 
master  list.  Each  participant  may  choose  one,  two,  or 
three  project  ideas.  After  everyone  is  finished,  the 
facilitator  counts  the  preferences  and  circles  eight  to  10 
of  the  most  popular  project  ideas.  In  the  next  workshop, 
participants  will  evaluate  these  ideas  for  final  project 
selection. 
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WORKSHEET  Cl 

Brainstorming  Project  Ideas 

Use  this  worksheet  to  record  potential  project  ideas  generated  during  the  brainstorming  exercise. 


O  Principle  #2 —  Plug  the  Leaks 
J  O  Principle  #2 —  Support  Existing  Business 


□  Principle  tt3 —  Encourage  New  Enterprise 
O  Principle  #4 —  Recruit  Compatible  Business 
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Demonstration  Worksheet  C2 
Exploring  Project  Ideas 


This  demonstration  worksheet  illustrates  how  to  com-  Try  to  generate  at  least  three  project  ideas  to  address  the 

plete  Worksheet  C2.  In  this  example,  one  project  idea  Economic  Renewal  Principle  your  group  has  chosen, 

has  been  included  for  each  Principle. 


O  Principle  #2 —  Plug  the  Leaks  O  Principle  #3 —  Encourage  New  Enterprise 

Q  Principle  # 2 —  Support  Existing  Business  O  Principle  #4 —  Recruit  Compatible  Business 


PROJECT 

IDEA 

HOW  WOULD  THE 
PROJECT  IMPROVE 

LOCAL  BUSINESS 
CONDITIONS? 

WHAT  RESOURCES  DO  YOU 
NEED  FOR  PROJECT  SUCCESS? 

Iff 

l  1  §1 

1.6 
■  £  2  m 

Retension  & 
Expansion 

Project 

(Principle  ttl) 

*}t  will  aAAidt  troudlcd  duAi~ 
ocaaca  and  deep  idem  ax oW  aA 
euAtomexA  fax  aide x  local 
duAincAAe i. 

*7t  will  maintain  local  owncrr 
odip  and  control  o£  duAincAA 
eonditionA  and  deep  money  cm- 
local  economy. 

"20c  need  a  excative  pexAon  to 
Kelp.  exiAting  duAincAAcA  identify 
OptiOOA. 

"20 e  need  to  Auxvcy  duAincAAcA 
adout  tdeix  Aituation  and 

eonAumexA  adout  tdeix  pxe^err 

cnccA. 

Downtown 

Revitalization 

(Principle  # 2 ) 

* It  might  imp rove  tdc  Atrccti  in 
town. 

*7t  will  deleter  community 

Apixit. 

"7t  A  an  incentive,  fax  duAincAAcA 
to  expand  and  an  attraction  to 
AdoppexA. 

"20 c  need  a  downtown  duAincAA 
aAAociation  ox  come  otdex 
organisation  to-  lead  tdc  efaoxt. 

‘ TOe  need  txccA ,  voluntecxA .  and 
faowex  doxeA  fax  deautifacation. 

"20 e  need  to  dnow-  what  the 
community  wants  itA  doevn- 
toevn  to  lood  tide. 

"20 e  need  to  leaxn  adout 
xeAtoxinf  diAtoxie  duildiufA. 

"20e  oIao  need  to  dnoev  which 

services,  AtoxeA.  and  cveutA 

would  attxact  eonAumexA. 

Improve 

Business 

Climate 

Through 

Government 

Relations 

(Principle  #3) 

%  government  and  email 
duAincAA  worded  cloAex  together, 
they  would  leaxn  data  each 
opexateA. 

"7 die  could  Cave  time  and 
money  in  xed  tape  and  admin- 
iAtxation  fax  doth  government 
and  duAincAA. 

"2(1 e  need  xcpxcAcntativcA  faom 
dotd  tdc  government  and  email 
duAincAA  community  to  word  on 
common  iAAUcA. 

"20c  a Iao  teed  regular  mcctingA. 

"20c  edould  leaxn  adout 
fadexal ,  Atatc,  and  regional 
laws  and  dew  tdey  afaeet 
duAincAA  operation. 

"20 e  need  pudlic  input  on  tdc 
xeAponAidiliticA  o£  government 
and  duAincAA. 

Undertake 
Targeting  Study 

(Principle  # 4) 

"70 'c  might  fand  a  company  with 
diAtxidution  networde  vital  to 
maxdcting  cfaextA  o£  local 

duAincAAcA. 

Sued  a  Atudy  will  help  ua 
undcxAtand  oux  AtnengtdA  and 

weadncAAcA. 

"20e  need  food  infaaAtxuctuxc  to 
accommodate  uew  duAincAA. 

"20dat  axe  tdc  net  coetA  and 
dcncfatA  aAAociated  wild 
dxinging-  in  difaexent  typeA  e£ 
companicA? 

s4xc  tdexe  any  duAincAAcA  in 
oux  region  tdat  plan  to  expand 
ox  move7 

"20ill  Atatc  government  detp? 
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Worksheet  C2 — 
Exploring  Project  Ideas 


For  each  project  indicate: 

❖  How  the  project  improves  local  business  conditions,  ❖  What  other  information  you  "need  to  know"  to  start 

❖  What  resources  you  need  for  project  success;  and  the  project. 


□  Principle  #2 —  Plug  the  Leaks 
O  Principle  #2 —  Support  Existing  Business 


Q  Principle  #3 —  Encourage  New  Enterprise 
Q  Principle  # 4 —  Recruit  Compatible  Business 


Worksheet  C2 — 
Exploring  Project  Ideas 

(continued) 


For  each  project  indicate ; 

<e  How  the  project  improves  local  business  conditions, 
<r  What  resources  you  need  for  project  success;  and 


❖  What  other  information  you  "need  to  know"  to  start 
the  project. 


□  Principle  #2 —  Plug  the  Leaks 
O  Principle  #2 —  Support  Existing  Business 


O  Principle  #3 —  Encourage  New  Enterprise 
Q  Principle  #4 —  Recruit  Compatible  Business 


PROJECT 

IDEA 

HOW  WOULD  THE 
PROJECT  IMPROVE 

LOCAL  BUSINESS 
CONDITIONS? 

WHAT  RESOURCES  DO  YOU 
NEED  FOR  PROJECT  SUCCESS? 

WHAT  INFORMATION  DO 

YOU  "NEED  TO  KNOW " 

TO  START  THE  PROJECT? 

Worksheet  C3 


Selecting  Project  Ideas 


Record  your  three  priority  projects. 


Vote  for  these  project  ideas  by  placing  stick-on  dots  next  to  them  on  the  workshop  master  list. 
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Evaluating  Project  Ideas 


***  VI.  Evaluating  Project  Ideas  ♦♦♦ 


In  this  workshop,  you  will  determine  which  eco¬ 
nomic  renewal  projects  your  community  should 
pursue  by  evaluating  the  project  ideas  explored  in 
Workshop  C.  First,  Worksheet  D1  outlines  four 
evaluation  tasks  to  help  you  determine  if  a  project: 

❖  Is  compatible  with  the  community's 
preferred  future, 

❖  Sustains  local  resources  and  opportunities, 

❖  Is  within  the  community's  capabilities, 

❖  Brings  people  and  politics  together. 

Second,  Worksheet  D2  helps  you  make  sure  the 
projects  you  select  work  together  to  accomplish 
your  economic  renewal  goals.  The  beginning  of  one 
project,  for  example,  may  depend  on  the  completion 
of  another  project.  Community  support  of  a  long¬ 
term,  large  scale  project  may  require  a  number  of 
smaller  and  immediate  successes  first.  Because 
projects  vary  in  terms  of  timing,  degree  of  diffi¬ 
culty,  and  extent  of  community  benefits,  it  is  useful 
to  coordinate  them  to  make  the  best  use  of  your 
time  and  resources. 


Projects  May  Require  More  Detailed  Evaluation 

Workshop  D  is  a  preliminary  evaluation,  requiring 
no  extensive  data  or  further  study.  It  is  a  process 
that  helps  you  choose  practical  and  workable 
projects  to  suit  community  goals.  Final  project 
development  —  finance,  organization,  and  admini¬ 
stration  —  is  the  next  step  project  committees  will 
take.  Thus,  before  you  start  a  project,  you  may 
want  to  consider  further  evaluation  if  it: 

❖  Requires  large  amounts  of  money 

❖  Poses  significant  side  effects 

❖  Eliminates  another  important  project 

❖  Benefits  only  a  small  portion 
of  the  community 

❖  Receives  little  community  support 

❖  Sets  an  important  precedent 

❖  Limits  future  project  choices. 
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Introduction  —  (10  minutes)  The  workshop  facilitator 
reviews  the  agenda,  explains  why  evaluating  project 
ideas  is  important,  and  reviews  past  workshop  results. 

Presentation  of  Project  Ideas  —  (5  minutes)  The 
facilitator  reviews  those  projects  participants  selected  in 
Workshop  C.  Participants  review  and  ratify  this  list  of 
projects. 

Small  Groups  —  (5  minutes)  Break  into  small  groups 
by  project  idea.  Choose  one  that  you  feel  is  important. 
However,  group  size  should  not  exceed  10  people. 
Appoint  a  recorder  and  presenter  before  you  start. 

Worksheet  D1  —  (1  hour  and  30  minutes)  Complete 
Worksheet  Dl's  five  tasks.  After  completing  each  task, 
circle  the  green,  yellow,  or  red  light  in  the  worksheet's 
upper  left-hand  traffic  light  symbol  to  indicate  satisfac¬ 
tion  (green),  caution  (yellow),  or  danger  (red)  as  the 
result  of  the  project's  performance  in  each  task.  To¬ 
gether,  the  green,  yellow,  and  red  ratings  will  give  an 
overall  sketch  of  the  project's  strengths  and  weaknesses. 

Because  this  evaluation  occurs  prior  to  implementing 
economic  renewal  projects,  you  will  have  to  make  some 
educated  guesses  to  successfully  complete  Worksheet  Dl. 
Other  people  in  the  room  may  be  able  to  provide  needed 
information.  If  you  have  problems  with  a  particular 
question,  move  on  to  the  next,  but  be  sure  to  return  to 
any  unanswered  questions. 


Worksheet  D2  —  (5  minutes)  Use  Worksheet  D2  to 
determine  where  the  group's  project  fits  in  a  range  of 
possible  projects  according  to  time  involved,  degree  of 
difficulty,  and  extent  of  community  benefits. 

Group  Reports  —  (5  minutes  per  group)  A  representa¬ 
tive  from  each  group  briefly  reports  the  project  evalu¬ 
ation  results.  The  facilitator  plots  the  position  of  the 
project,  in  terms  of  timing  and  degree  of  difficulty,  on  a 
chalkboard  or  wall  chart  version  of  Worksheet  D2.  The 
facilitator  indicates  the  extent  of  potential  community 
benefits  from  the  project  with  an  underline  (minor 
benefit),  rectangle  (moderate  benefit),  or  circle  (major 
benefit).  The  facilitator  also  makes  note  of  which 
projects  depend  on  the  completion  of  other  projects  and 
uses  this  information  to  complete  the  project  coordina¬ 
tion  graph. 

Summary  and  Next  Steps  —  (30  minutes)  The 
workshop  facilitator  summarizes  the  group  findings. 
Based  on  the  evaluations,  participants  decide  which 
projects  are  worth  pursuing  and  what  the  next  steps  are 
for  research,  planning,  and  project  implementation. 
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O  Red 
Q  Yellow 
O  Green 


Worksheet  D1 

Task  #2 — The  Preferred  Future 


List  ten  or  more  of  your  community's  most  important  goals  and  values. 
Mark  each  goal  with  a  +  if  the  project  you  are  evaluating  will  affect  it 
positively,  with  a  -  if  the  project  will  affect  it  negatively,  and  with  a  0 
if  the  project  will  not  affect  the  preferred  future  goal. 
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Worksheet  D1 


(continued) 

Task  #1 — The  Preferred  Future 

(continued) 


. 

Look  at  the  goals  your  project  affects  negatively. 

Are  any  negative  impacts  of  the  project  unacceptable  to  the  community? 

Q  Yes  O  No 

For  example,  a  project  to  create  100  new  jobs  in  town  might  depend  on  a  manufacturing  process  that  pollutes  ground- 
water.  It  satisfies  the  goal  of  increasing  jobs  but  makes  it  difficult  to  achieve  the  goal  of  keeping  drinking  water  safe  . 


How  can  you  improve  the  project  to  alleviate  or  avoid 
negative  impacts  on  the  community's  preferred  future? 


Worksheet  D1 


Red 

Yellow 

Green 


Task  #2 


(continued) 

-Sustainability 


~ 

Is  your  project  sustainable? 

Does  the  project  create  conditions  that  preserve  present  resources  and  opportunities  for  future  generations?  Does  it 
build  local  capacity  for  innovation  and  enterprise?  Does  it  replenish  natural  resources  and  protect  quality  of  life?  The 
long-term  health  of  the  community's  human  and  natural  resources  is  the  goal  of  sustainable  economic  development. 
Use  the  exercise  below  to  test  your  project's  sustainability. 

Q  Yes  O  No 
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Worksheet  D1 


(continued) 

Task  #2 — Sustainability 

(continued) 


An  educated  and  skilled  public  is  vital  to  the 
community's  capacity  for  innovation  and  enterprise. 

In  the  long  run,  how  will  the  project  encourage  investment  of 
time  and  money  into  education  and  vocational  training? 
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(continued) 

Task  #2 — Sustainability 

( continued ) 
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Worksheet  D1 


(continued) 

Task  #3 — Community  Capability 

(continued) 

Time 


How  much  time  must  community  leaders,  staff  or  volunteers  commit  to  the  project? 
The  time  commitment  is  likely  to  be:  (check  one) 

O  Minor 
O  Moderate 
Q  Extensive 
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Worksheet  D1 


(continued) 


Task  #3 — Community  Capability 

(continued) 


Overall,  from  the  above  information,  are  there  currently  sufficient  community  resources 
and  skills  to  start  and  successfully  complete  this  project? 

Q  Yes  O  No 


so 
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Q  Rerf  Worksheet  D1 

Q  Ye//0W  (continued) 

O  Green  Task  #4 — People  &  Politics 

Projects  rise  or  fall  sometimes  due  to  the  personalities  of  the  people 
and  organizations  in  charge.  How  might  the  community  perceive 
the  project  and  its  leaders? 

4 


W! 


Benefits  of  a  particular  economic  development  effort  are  not  always  spread  evenly 
throughout  a  community.  Some  people  and  groups  are  likely  to  receive  many  direct 
benefits  while  others  receive  few.  In  the  big  picture,  a  good  project  has  many  benefits, 
large  and  small.  Even  so,  watch  for  any  major  wins  or  losses  as  a  result  of  the  project. 
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Worksheet  D1 


(continued) 

Task  #4 — People  &  Politics 

(continued) 


List  key  people  and  groups  who  would  oppose  the  project. 
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Worksheet  D1 


(continued) 

Task  #4 — People  &  Politics 

.  (continued) 
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Worksheet  D2 


Project  Coordination 


Project 


Economic  Renewal  projects  vary  in  terms  of  time 
involved,  extent  of  community  benefits,  and  degree 
of  difficulty.  A  broad  range  of  projects  that  fit 
together  will  help  you  accomplish  your  goals  and 
create  your  community's  preferred  future.  For 
example,  the  list  of  projects  your  community 
decides  to  pursue  should  include  at  least  one  short¬ 
term,  small-scale  project  to  produce  immediate 
benefits  to  the  community  and  high  visibility  for 
the  economic  renewal  process.  You  can  build 
medium-term  and  long-term  projects  on  the  big 
impacts  that  small  successes  create. 

Project  Schedule 


When  should  the  project  begin?  (check  one) 

O  In  the  short  term  (next  few  months) 
Q  Near  term  (next  year  or  so) 

□  Long  term  (2  to  5  years) 


Project  Duration 


Time  of  Payback 


The  positive  effects  of  the  project  will  be  realized  by  the 
community:  (check  one) 

□  immediately 

□  within  the  next  year 
O  in  more  than  one  year 
O  in  2  to  5  years 

O  not  realized  for  more  than  5  years 


Including  project  preparation  (planning,  development, 
implementation,  and  maintenance),  how  long  do  you 
estimate  it  will  take  to  complete  the  project  from  start  to 
finish?  (check  one) 

O  less  than  3  months 
Q  3  to  6  months 
Q  6  to  12  months 
Q  1  to  2  years 
O  2  to  5  years 
Q  more  than  5  years 


Critical  Path 

Do  other  projects  have  to  be  completed  before  you  start 
this  project? 

Q  Yes  O  No 

If  you  start  this  project,  will  it  allow  you  to  undertake 
other  projects  later? 

Q  Yes  O  No 

List  projects  or  events  upon  which  the  timing  of  your 
project  depends: 
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(continued) 


Project 


Use  the  results  of  your  project  evaluation  to  decide  where  the  project  fits  on  the  graph  below. 

First,  mark  the  spot  where  you  believe  the 
project  you  have  evaluated  belongs  accord¬ 
ing  to  its  timing  (short-term,  medium-term, 
or  long-term)  and  its  degree  of  difficulty 
(low,  moderate,  or  high). 


Note  that  project  timing  is  on  the  bottom  of 
the  graph  and  degree  of  difficulty  is  listed  on 
the  left  side  of  the  graph.  Thus,  a  project  that 
is  short-term  and  has  a  low  degree  of  diffi¬ 
culty  would  appear  in  the  lower  left  part  of 
the  graph,  whereas  a  project  that  is  long¬ 
term  and  has  a  high  degree  of  difficulty 
would  appear  in  the  upper  right  part  of  the 
graph. 


DEGREE  OF 
DIFFICULTY 


2  Second,  decide  if  the  project  will  provide 
minor,  moderate,  or  major  benefits  to  the 
community.  If  it  will  provide  minor  benefits, 
underline  the  project's  name  on  the  graph.  If 
it  will  provide  moderate  benefits,  draw  a 
| rect angle] around  it.  If  it  will  provide  major 
benefits,  (^RCLg)it. 

When  your  group  reports  the  results  of  Worksheets 
D1  and  D2,  the  facilitator  will  plot  your  project  on  a 
larger  graph  along  with  the  projects  that  other 
groups  evaluated. 
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VII.  Concluding  Remarks 


The  Business  Opportunities  Workbook  shows  how 
you  can  develop  realistic  projects  to  improve  your 
local  economy.  You  have  come  to  understand  how 
five  factors  —  access  to  capital,  business  environment, 
infrastructure,  human  and  natural  resources,  and 
quality  of  life  —  affect  your  local  economy.  You 
have  analyzed  business  conditions  and  looked  for 
ways  to  plug  the  unnecessary  leakage  of  dollars  from 
your  town,  to  support  existing  businesses,  and  encour¬ 
age  new  businesses  to  start-up  or  relocate  in  your 
community. 


Having  reached  community  consensus  on  what 
projects  to  pursue,  you  are  now  at  the  stage  of 
initiating  each  project.  In  a  few  cases  —  projects 
that  are  straightforward,  low  cost,  and  easy  to 
implement  —  you  will  not  need  much  planning. 
However,  most  projects  tend  to  be  more  complex. 
These  projects  will  require  more  planning  and  the 
development  of  a  course  of  action. 
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❖  VIII.  Helpful  Hints  * 
For  Initiating  A  Project 


To  maintain  project  enthusiasm  and  momentum  at 
this  stage,  incorporate  the  following  suggestions  for 
initiating  an  ER  project  into  your  strategy. 


Form  a  project  committee  that  is  willing  to 
develop  a  course  of  action  or  work  plan  that 
outlines  necessary  actions,  required  resources, 
and  the  range  of  project  responsibilities. 

Celebrate  your  success.  Spend  some  time  with 
other  committee  members  reviewing  what 
actions  and  processes  were  successful  in  getting 
you  to  this  point  of  action. 

Spread  the  news.  Use  local  newspapers,  radio, 
and  public  forums  such  as  civic  club  meetings  to 
let  the  community  know  what  you  have  accom¬ 
plished  to  date  and  what  you  plan  to  do  next. 

Seek  broad  support.  Look  for  ways  to  build  on 
other  community  efforts.  Seek  others  who  are 
willing  to  join  your  effort. 

Initiate  some  research  of  your  own.  Review 
your  "need  to  know"  list.  Have  new  questions 
come  about?  Do  you  have  additional  informa¬ 
tion  that  may  now  be  of  assistance?  Now  is  the 
time  to  contact  other  communities  to  learn  about 

9 

their  efforts  and  avoid  their  mistakes. 

Determine  what  type  of  help  you  may  need  for 
your  project.  Learn  more  about  the  community 
resource  people  who  may  be  able  to  help,  as  well 
as  the  professional  consulting  services  that  may 
be  available.  Talk  to  these  people  now  about  the 
skills,  methods,  and  insights  they  might  bring  to 
your  project. 

Assess  your  financial  needs.  At  this  point,  you 
need  not  develop  a  budget  of  any  kind.  You  just 
need  to  estimate  the  "order  of  magnitude."'  Will 
this  project  cost  less  than  $1,000?  Less  than 
$5,000?  Is  it  a  $20,000  project?  A  $50,000  project? 
Is  it  a  multi-million  dollar  effort  requiring 
funding  for  many  years? 


❖  Understand  the  motivations,  interests,  con¬ 
cerns,  and  commitment  levels  of  all  project 
committee  members.  Find  out  what  each  person 
needs  to  see  happen  in  order  to  feel  satisfied 
with  the  time  and  energy  they  have  committed 
to  the  workshop  process. 

❖  Discuss  and  decide  on  a  process  for  making 
committee  decisions.  What  are  the  obligations 
of  committee  members? 

❖  Decide  when,  where,  and  how  often  the  com¬ 
mittee  will  meet.  Make  sure  everyone  is  com¬ 
fortable  with  the  schedule. 

You  are  now  well  on  your  way  to  developing 

projects  to  improve  local  business  conditions. 

Good  Luck! 
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♦♦♦  IX.  Appendix  I  *** 
Access  to  Capital 

Access  to  capital  is  an  important  factor  in  economic 
renewal.  It  has  three  components: 

❖  How  accessible  is  money?  Is  it  easy  to  borrow 
money?  Are  the  rates  reasonable? 

❖  Who  provides  money  for  businesses  and 
individuals? 

❖  What  are  local  lending  practices  like? 


Access 

To  understand  the  accessibility  of  money  in  the 
community,  you  need  to  have  some  sense  of  how 
much  money  is  flowing  into  your  community  and 
how  much  is  leaving  due  to  various  financing 
practices.  If  possible,  reduce  the  unnecessary  flow 
of  money  out  of  your  community. 


Who  Provides  Money 

There  are  eight  basic  lending  sources  for  businesses 
and  individuals.  These  are: 

❖  Local  bank  loans 

❖  Credit  union  services 

❖  Small  Business  Administration  loans 

❖  Revolving  loan  fund  programs 

❖  Equity  financing 

❖  Pension  and  insurance  funds 

❖  Economic  development  loans 

❖  U.S.  Department  of  Agriculture  loans 

Businesses  or  individuals  most  often  obtain  money 
through  loans  or  equity  financing.  A  loan,  some¬ 
times  called  debt  financing,  is  money  borrowed 
with  an  agreement  to  repay  the  loan  over  a  period 
of  time  at  a  specific  interest  rate.  Equity  financing 
means  obtaining  money  in  exchange  for  providing 
the  financier  with  a  share  of  ownership  in  the 
project,  including  its  eventual  profits. 

Loans  are  available  from  banks,  as  well  as  from 
certain  regional  or  state  nonprofit  organizations. 
These  organizations  often  have  loan  programs  to 
provide  lower  cost  financing  to  businesses  that 
meet  certain  criteria. 

Equity  financing  is  available  from  many  companies 
and  individuals.  Often  these  people  make  their 
living  by  investing  in  potentially  high-growth 
companies. 

Finally,  insurance  companies  and  pension  funds  are 
another  potential  source  of  capital.  The  Financing 
Economic  Renewal  Projects  workbook  will  provide 
you  with  a  more  extensive  description  of  lending 
sources. 
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